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REVOLVE AROUND EXACT GALLONAGE MEASUREMENT 












I. the face of increased operating costs, | —with a resultant lower cost per gallon. Delays, 
greater efficiency is one means through which errors and losses are corrected and eliminated. 
delivered costs can be held down. To achieve 
this, stock transfers and deliveries must be ef- 
fected with less lgss of time, mileage and prod- 
uct. By employing dependable Brodie Metered 
Measurement, as the hub around which market- 


Tank trucks are directed over scheduled routes dut 
with no back hauls or call-backs. Exact gallonage 
totals are maintained for accurate records. To trea 
increase operating efficiency investigate Brodie and 


ing operations revolve, marketers are able to ex- Meters, today. Tsior 
ercise greater control over all stock movements Send for complete bulletin and details. sign 
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Names in the News 
SUBJECT PAGE AUTHOR 
Alexis P. Doster has resigned as vice- : 
president, secretary and director of the Milk and Honey Land 41 A. £.COBURN 
Torrington Mfg. Co., Torrington, Conn., Oilheating Crossroads 45 ROBERT GRAY 
25 ice. Aft iod of ; . 
ane) ae ee Trends in Oilheating Equipment 49 J.w.SCHULZ 
rest, he expects to 
vo into business for Farm Market for Oilheating 53 DON ROSS 
himself, although his Modern Dealer Accounting 54 L.L. JACOBS 
t yet be 
a nS Oil Delivery Controls 57 H.M.SPADE 
announced. Doster 
was largely responsi- NEWS DEPARTMENTS 
ble for the revival, 
ome years ago, of Control and Radiator PricesUp 52 
the Accessory Divi- 4 5 Names in the News 
sion of OHI, becom- — a 
ing its chairman for several terms. Or- CPA Asks Voluntary Copp er Rationing 56 
ganizing for his company in the early 30’s 8 Editorial Leaks 
its air impeller division, Doster made it New Housing Program Developments 60 
the firm’s principal line. For the oilheat- . . 
ae, 10 Oilheating Trends 
ing industry the company became the mee ; 
largest supplier of blower wheels, through District Construction Offcesof CPA 62 
his efforts. 74 Readers Forum 
Col. A. H. Anderson, since 1923 with Department of Labor Fueloil Prices 66 
the Bacharach Industrial Instrument Co., 82 Industry Groups 
Pittsburgh, until the ae 
aie thaw hail Hie Survey Inflation in Real Estate Market 73 
duty with the U. S. 88 Mfrs. Activities 
3 » has returned Oil and Gas Div. for Dept. of Interior 78 
e€ company as 
treasurer, a director 106 New Products 
and as manager of Detroit Gas Safety Regulation 86 
; Ney 
. —_ Divi 112 Readers Problems 
q8on. Anderson was Bei, : ; 
signal officer of the w Cast Iron Boiler Prices Up 101 
12th Army Corps, spearhead of Patton’s 123 Degree Days 
Third Army. He was decorated seven Crude Oil Reserves Table 102 
times for his work and activities in combat. 
COPYRIGHT 1946, HEATING PUBLISHERS, INC. ALL RIGHTS RESERVED. NO 
Milton SS Ray 65 president of Ray PART MAY BE REPRINTED IN ANY FORM WITHOUT WRITTEN PERMISSION. 
Oil Burner Co. San Francisco. died su d- Acceptance under the Act of June 5, 1934, at Baltimore, Maryland, authorized February 7, 1946. 
den! ; 
e Y following vi heart attack Sunday VOLUME 5, NUMBER 2 OF FUELOIL & OIL HEAT, PUBLISHED MONTHLY MEMBER 
vening, May 5. Mr. Ray collapsed ina BY HEATING PUBLISHERS, INC., BALTIMORE, MD., AND 232 MADISON AVE., 
theatre, and died very shortly afterward NEW YORK, (16), N. ¥., BY CONTRACT WITH FOWLER-BECKER PUBLISHING 
H p L : COMPANY, OWNER OF FUELOIL JOURNAL (VOL. XXIV, NO. 12), AND HEAT- ao 
€ was a well known ornithologist and ING JOURNALS, INC., OWNER OF AIRCONDITIONING & OIL HEAT (VOL. XIX, 
had published several volumes of poetry. } NO 6), JUNE, 1946. Yearly: 
Mrs, Ray will continue the business. HEATING PUBLISHERS, INC., 232 Madison Ave., New York 16 $3 
LEOD D. BECKER, Chairman, Board of Directors Ciateediitins 
]. H. Davis, formerly with Balloffet, A. E. COBURN ROBERT GRAY A. G. WINKLER $4.00 
has organized the Davis Engineering Co. Editor ‘ Business Manager Advertising Manager : 
at Ridgewood, N. J., to manufacture oil- Pacific Coast Representative: Don Harway —_ copy: 
bu iis 816 West Sth St., Los Angeles 13, Cal. Phone: Mutual 8512 1s 1sSue 
mer nozzles and strainers. 68 Post St., San Francisco 4, Cal. Phone: Yukon 1069 35¢ 
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MEL MODEL'S" 


SRUSAGE 


TYPE 


TANK GAUGE 


Adaptable in any size storage tank — it 
can be conveniently installed in tanks with 
little or no head room or where installa- 
tion of the lever-type gduge is difficult or 
impractical. 


PARTS ARE INTERCHANGEABLE — the 
plastic dial tube can be removed by sim- 
ply unscrewing the cap. To adapt the 
Model S gauge for all size tanks, the num- 
ber of floats can easily be increased or 
decreased and an appropriate spring in- 
serted. For your convenience, your service 
department will be furnished, on request, 
a chart for the exact size of spring to use 
for each length of gauge to fit tanks from 
22” to 48.” 


DEPENDABLE UNDER ANY 
ATMOSPHERIC CONDITIONS 


The vacuum sealed gauge is operated by 
that portion of the hollow, metal floats 
not supported by the liquid in the tank. 
Changes in the fuel level alter the unsup- 
ported weight which changes the location 
of the indicator supported by a spring in 
the heavy, plastic sight tube. The location 
of this indicator, visible in both directions, 
on the printed, plastic tube indicates the 
amount of fuel in the tank. 


EASILY ADUSTABLE 
TO FIT ANY SIZE TANK 












FOR ALL SIZE TANKS 


















































TO INSTALL — Attach string of metal floats to the 
gauge, drop floats in tank and screw gauge tightly 
into position No adjustments are necessary and 
the gauge ts automatically sealed against leakage 
under pressure 

WHEN ORDERING: Specify size of tank opening 
in either 112" or 2’ pipe thread and size of tank 
and we will furnish you with the right gauge. 


EAST HAVEN, CONNECTICUT 
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Walter W. Lige has been appointed 
manager of the Chicago branch of Penn 
Electric Switch Co., 
Goshen, Indiana, to 
succeed E. B. Maire 
who resigned, ac- 
cording to R. H. 
Luscombe, Sales 
Manager. Before 
joining Penn, Lige 
was regional mer- 
chandise manager of 
Montgomery Ward & Co., in charge of 
sales of building materials, plumbing and 
heating equipment. 





David M. Ramsey was recently ap- 
pointed manager of the Industrial Divi- 
sion of the National 
Radiator Co., Johns- 
town, Pa. Ramsey 
has been with the 
company for five | 
years, having been a | 
field engineer in the 
Boston office, assist- 
ant manager of the 





Industrial Division, oes 

and assistant manager of the Heating Di- 
vision in charge of specialty sales activi- 
ties. 


Paul G. Dingwell and Rene A. Guil- 
leaume have been appointed assistant ex 
port managers by the Gilbert & Barker 
Mfg. Co., West Springfield, Mass. 


Wayne B. Farley has been named dis’ 
trict manager at the 
Pittsburgh office for 
the Hammel - Dahl 
Co., Providence, R. 
I. For the past three 
years he has been 
chief plant layout 
engineer for the 
Blaw-Knox Co., and 
prior to that he 
headed the Hydrocarbon Department of 
the Austin Co., plant builders. 





Robert P. Russell, president of the 
Standard Oil Development Co., has been 
awarded the Medal of Merit for especial 
ly meritorious conduct in the perform: 
ance of outstanding war services in the 
United States. He was also recently 
awarded the American Institute of Chem 
ists’ 1946 gold medal for outstanding 
service in chemistry. 
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Your Complete 


TOOL KIT 


for Adjusting 
White-Rodgers 


@ ADJUSTMENT OF TEMPERATURE CONTROLS 























Insert screwdriver af point “A” 
and turn dial until indicator 
“B” points to the temperature 
at which the control is to open 
the circuit. Then turn screw “C”’ 
until you get the desired dif- 
ferential as indicated by the 
difference in temperature be- 
tween points "B” and “D.” 


Insert screwdriver in slot “A” 
and turn large dial until indi- 
cator “B” points to the desired 
pressure reading. Then insert 
screwdriver at point “C” and 
turn small dial until indicator 
“D” points to the differential 
wanted. 








hite-Rodgers Temperature and Pressure 


Controls are so easy to adjust that a screw- 
driver is the only tool needed to do the job. The 
differential is “mechanical” and once set (as 
shown in the diagrams) remains constant 
throughout the entire range of the control. This 
feature gives every control a wider variety of 
applications, yet each is individually adaptable 
to the user’s particular requirements. 


hese are only two of the many features of the 
"‘Raaae White-Rodgers line. Simplicity, of 
installation and dependability of performance, 
plus unwavering accuracy and attractive appear- 
ance have made White-Rodgers Controls stand- 
ard equipment with leading manufacturers in the 
heating, air-conditioning and refrigeration fields. 


Write now for catalog and full information 
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At one of the informal small meetings 
at the time of the Oil Heat Exposition in 
Philadelphia, H. J. Rowe, president of 
Ambro Advertising Agency in Cedar 
Rapids, Iowa, had some things to say 
about the life cycle.of.a market, and he 
produced an interesting summary writ- 
ten by some unknown author describing 
the eight stages in the life of a product 
and its marketing. These are said to be: 


1. Pioneering 

Product selection 

. Product difference 
Price stage 

Policy stage 

Premium stage 
Institutional 

Selling the advertising 


OMI DAR wD 


The first four stages so well coincide 
with what we know of the history of the 
oilheating industry up to the time of the 
war that we are inclined to believe that 
we are entering the “policy” stage. But 
first, let’s see how the first four stages are 


described: 


1. When the market begins the cycle 
is wide. Emphasis is on benefits and en- 
joyments to come. The product is hard 
to sell. People are not in the habit of buy- 
ing it and there are few advertisers. This 
is a promotional stage. The spellbinder 
type of salesman is needed. There is 
plenty of blue sky in the selling argument. 

2. Prospects have become familiar with 
the capacity of the product to satisfy 
wants. The emphasis shifts from promis- 
ing future joys to describing a product 
that satisfies them. Specific product 
qualities are emphasized. Competition 
still is not the dominant factor. 

3. This is the stage of competition be- 
tween brands. Brand differences become 
important, broad advantages less im- 
portant. The emphasis is on competitive 
differences, many of which will be small. 

4. During this stage, emphasis is placed 
on subsidiary matters associated with the 
product, but not a part of the product it- 
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self. Price becomes the dominant factor. 
Cut-price competition appears. It is still 
possible to sell quality to maintain pre- 
mium prices, but you can’t maintain too 
much of a premium for too long. 

Anyone long associated with the oil- 
heating industry can readily recognize 
each of those stages, starting some 25 
years ago. There is no question about 
having been in the fourth, or price, stage 
just before the war, but we apparently 
were about to leave it. After dropping 
every year, under the pressure of wider 
volume and more competition, oil burner 
prices hit bottom in 1940, and in 1941 
had turned up slightly . . . the first year 
to ever show a rise in country wide aver- 
age prices. Then through the war years 
prices gradually crawled up, but there was 
so little volume as to be insignificant. 


The industry is today so beset with 
shortages and other related troubles that 
we can hardly be considered as in the 
post-war period, or in anything else ex- 
cept an acute stage of confusion. But as 
the air clears we will apparently be in the 
“policy” period of our growth. There are 
many policy decisions to be made by both 
equipment and oil men . . . decisions that 
will largely determine where we go in the 
next few years. To mention a few: 

1. Shall major oil companies go heavily 
into oilheating? Six or eight of them are 
in it now experimentally, in a city or two, 
and they actually have no idea of whether 
or not: to go further. Their experiments 
today are simply to see what it’s all about. 
They could pretty well take over much 
of the industry if they considered it nec- 
essary, to protect their position in the face 
of growing gas competition. 

2. We thought coal was our competi- 
tion, and have designed our service and 
delivery practices simply to be better than 
coal. Now we know that we don’t com- 
pete with coal, but only with gas. Can 
we shift away from many of our oppor- 
tunistic habits and take a longer range 
public relations attitude, or must we 
eventually let gas do to us what we did 
to coal? 

3. In 1941 eleven burner manufac- 
turers sold 52% of the industry’s total 
output, averaging about 16,000 burners 
and units each. Each of those companies 
was enlarged through war work and is 
now geared up to make anywhere from 
35,000 to 75,000 burners each, or an aver- 
age of at least three times what they made 


in 1941. Most small companies are also 
enlarged similarly. It is obvious that when 
parts become readily procurable we will 
soon have a great surplus of burners un- 
less we can stimulate the demand to much 
higher levels than forecast. Sound poli- 
cies in the face of this situation will avoid 
grief. 

4. Fueloil prices before the war made 
the product considerably less attractive 
than gasoline. 

If from now on we can keep the price 
up to where it is equally profitable with 
gasoline, we can expect more enthusiasm 
from refiners over the growing future 
demand, and probably get more active as- 
sistance on oilheating problems. 


Three or four years ago a widely read 
best seller was called, ““The Year of De- 
cision.” The year described, 1846, was 
considered by the author the most signifi- 
cant in American history. Just 100 years 
later, 1946 will be a year of momentous 
decisions for some industries emerging 
into a postwar situation considerably dif- 
ferent from the prewar pattern. Oilheat- 
ing may well be one of those industries . . . 
there is little in view, ahead that looks like 
1941. We are clearly in the fifth, or 
policy, stage of Mr. Rowe’s cycle. 


A story in this issue, ““Oilheating Cross- 
roads,” carries some of these thoughts 
farther. 


} 


New petroleum may be formed by 
bombarding fatty acids with alpha par- 
ticles, the 109th annual meeting of the 
American Chemical Society was told by 
three scientists of the Massachusetts In- 
stitute of Technology, April 9. Specula- 
tion pointed to the possibility of opening 
vast additions to the world’s known oil 
supply. 

Irving A. Berger, Dr. Charles W. 
Sheppard and Miss Virginia Burton, the 
three M. I. T. chemists, have been ex- 
ploring the possibility that the world’s 
supply of petroleum was originally 
formed by radioaction. 

The research, sponsored by the Amer- 
ican Petroleum Institute, has already 
shown that, by bombardment in a cyclo 
tron, fatty acids isolated from ocean-bot- 
tom mud can be turned into hydrocarbons 
of the type making up the bulk of the 
world’s oil resources. 


June 
1946 











eee ene 


e also 


hen It’s inside your customer’s homé—RIGHT NOW 


e will 
rs un- LS time 


your competition — GAS _. “ 


= 
4 pat) os 
‘ s - 





much 
| poli- 
avoid a ~ Leg. é 











made 
active 


price 
- with 
isiasm 
uture 
ve as- 





r read 
f De- 
, was 
ignifi- 
: J 7 * 
aoe It’s there now — your real competitor — gas. It flows into 


rging the house without any bother whatsoever to the householder. 
y dif- 
lheat- 
CS sss 
s like 


h, or 


>ross- | 
ughts 


She hasn’t turned to it for househeating — but... 


Meet that competition with automatic fuel oil delivery. Equip 
your customers’ fuel oil tanks with Scully VENTALARM, the 
whistling tank fill signal. 


Then you can deliver oil whether the customer is at home or 
not — without disturbing her in any way, if she is at home. 


Oil delivery can be as carefree as gas delivery. 





d by VENTALARM is inexpensive. It pays for itself in a few 
LY Dar- 

f we deliveries — by saving 5 to 7 minutes of driver’s time at each 
Id = stop — by eliminating non-delivery stops. Simplifies scheduling 
ts In- 

ecula- and degree day deliveries. VENTALARM helps you hold your 
— | business, reduces your delivery costs at least 20%. 

m Ol 

Type LC : , , 

i 2000 fuel oil companies have protected themselves against 
e ee competition of gas in half a million homes. These companies 
N ex: Two types of VENTALARM: Type have installed VENTALARM on their customers’ fuel oil tanks. 
orld’s “i for new installations. Type LC 
: or tank lrea installed. 
inally Pe a at ae ts 
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ready pb th is also a Scully (i See ee 
lo- ENTALARM designed for 
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FACTORY SHIPMENTS, in Thousands of 
Domestic Oilburners & Units 


Domestic Stokers = —— 





0 
DEC APR AUG DEC APR AUG DEC APR AUG DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1943 1944 1945 1946 


Shipments of Oilburners and Units 


Adjusted to include manufacturers other than the 124 reporting to 
Census Bureau, FuELom & Om Heat's estimates of shipments are: 








MARCH THREE MONTHS 
Percent Percent 
1946 1945 Change 1946 1945 Change 
Conversion 27,317 pee! + 393.8 74,573 13,569 + 449.6 
Boiler units 1,788 1,003 + 78.3 3,050 2,572 + 18.6 
Furnace units 1,501 617 +143.2 4,225 1,831 +130.7 
All domestic 30,606 ie cyl aA Bg 81,848 17,972 +355.4 
Commercial 2,126 3,164 —32.8 6,724 10,299 —34.7 
Total 32,732 10,315 217.3 88,572 28,271 +213.3 
100 100 
Stocks OF Domestic OILBURNERS AND UNITS 
90 (in Thousands) End of Month Shown 90 
80 , Factory Stocks ——— 80 
Dealer Stocks 
70 70 
60 60 
50 50 
40 40 
30 30 
20 20 
10 7— 10 
0 0 
JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1942 1943 1944 1945 1946 
April Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
Top price* Low price Top price* Low price Top price* Low price 
Highest $448 $810 $700 
Lowest 200 409 450 
Mar. Aver. 289 570 518 
Feb. Aver. 269 566 504 
*Top price key dealers for conversion burners are those whose minimum 
retail prices are $200 or more, for boiler-burner and furnace-burner 
units (exclusive of ductwork) those whose minimums are $400 or over. 
Price Index: Conversion Burners: January 1940 is 100°, 
WHOLESALE RETAIL 
April 123.3  Sixmonthsago 116.0 “ April 124.6 Sixmonthsago 117.2 
Mar. 126.6 Yearago 114.6 March 126.8 Yearago 113.1 









300 


300 
2751+ INDEX OF BURNER PERMITS in 43 Cities ——— 204 
= (Average of 1936-7-8= 100) 
200 LL] INDEX oF New HoME PERMITS in 35Cities--—— 200 
(Average of 1936-7-8 = 100) 175 

175 Both indexes adjusted for seasonal variation 

150 150 
125 125 
100 100 
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_- were again high in April, with approxi- 


Oilheating Trends 


APRIL INSTALLATIONS of domestic oil- 
burners and units dropped again, for the 
second successive month, and were ap- 
proximately 17,516. This is not easy to 
understand in view of the fact that dealer 
stocks at the month end were higher than 
at the start, and there is no question but 
that every dealer had plenty of orders on 
file. Apparently the spring season 
brought enough relaxing of pressure to 
permit the dealers to defer installations 
until convenient. Installations for the 
four months ending with April were 96,- 
651. Sales, as contrasted to installations, 


mately 45,165 new dealer orders. 

BURNER STOCKS: In dealer hands on 
April 30 were approximately 13,300 do- 
mestic oilburners and units, compared 
with 11,730 the month before. Factory 
stocks at the end of March, the latest 
available information, were 3,694 domes- 
tic burners and units, up slightly from 
the 5,513 of a month earlier. 

SERVICE INCOME: Service department 
income of reporting dealers turned up 
sharply in April to $3,634 average, com- 
pared with $2,297 in March, and it was 
35% above the $2,685 average for the 
identical dealers the year before. Al- 
though not easy to understand, this 
would indicate that service men were put 
to work on perhaps long deferred heating 
plant improvements, instead of spending 
all possible time on installation of new 
jobs. That is the orfly explanation appar- 
ent on the surface for the combination of 
lessened burner installations in the same 
month as much increased service income. 

VETERANS HOUSING ORDER: Although 
it is a bit early to try and measure the 
activities of the industry on VHP-1, deal- 
ers were asked enough questions this 
month to learn if they have yet been hurt 
much. Some had filed appeals during the 
first month of the Order . . . 23% had 
tried this and seemed to be having fait 
luck. For while only 41% of the appeals 
filed had been granted, very few had been 
definitely refused; most were still wait’ 
ing to be decided. One dealer had filed 
20 appeals and got them all allowed. Pro’ 
cedure at the various local appeal boards 
is obviously not uniform, for about twor 
fifths of the dealers file these appeals in 
their company names, and three-fifths file 
in the customer’s name. 
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Having gotten the CPA interpretation 
that conversion burners are not restrict- 
ed by the VHP-1 order, dealers in gen- 
eral now feel that they will not be se- 
riously hurt. To the question, “Do you 
think the remaining restrictions will se- 
riously hurt your sales volume?” on 31% 
of dealers voted “Yes,” with considerably 
more than two-thirds thinking they will 
not be handicapped unduly. They all 
know pretty well, however, that they will 
have trouble with units, for they were not 
excluded from the restrictions and they 
are hard to sell below $400. Asked what 
they plan to do about integral boiler and 
furnace units, 26% say they will forget 
them and stick to conversion burners; 
65% plan to sell all they can and file ap- 
peals; 14% will try to get units that can 
be installed below the $400 limit. The 
percentages total more than 100 because 
a few firms will try both of the two latter 
methods. 


UNIFORM SERVICE: Principally because 
gas, with its numerous refinements in ser- 
vice to the public, is becoming increas- 
ingly competitive with fueloil, consider- 
able thought is being given to some ser- 
vice plan for our industry that would 
spread costs more or less equally over all 
users and get away from the unfavorable 
impact on people who get high service 
bills. Two methods were suggested to the 
dealers this month and their opinions 
asked. The first proposed that a half cent 
be added to oil price to cover uniform 
or over-all service; the second suggested 
that every customer (with no exceptions) 
pay $10 a year for service. This is appar- 
ently one of the hottest questions we 
have asked in some time, for the interest 
was high and special comments numerous. 
The dealers voted about two to one for 
some such plan, providing the price is 
adequate, but most felt that the price basis 
suggested was too low. Specifically, 66% 
thought well of adding something to oil 
Price to provide for all service, and 64% 
thought it could successfully be done on 
a dollars-a-year basis. 


Largest Firms Cost Lowest 


One unexpected finding came out of 
the answers to these questions. It is quite 
apparent that service costs are lowest 
among largest dealers with several thou- 
sand accounts, and highest among small- 
est dealers. Either that is true or else the 
small dealers live closer to their businesses 





Oilburner* and Building Permits 


OILBURNERS———————— DWELLING. 
April 4 MONTHS April 4 MONTHS 
1946 1945 1946 1945 1946 1945 1946 1945 
330 a Baltimore, Maryland 439 27 =1485 28 
he ae ats = Binghamton, New York 11 0 31 0 
197 36 ae 6 Boston, Massachusetts 20 0 87 0 
60 12 178 48 Bridgeport, Conn. ia wa ea Pas 
es oe aa Pe Buffalo, New York 31 9 pie 10 
at Des Moines, Iowa 124 3 332 3 
en a a Detroit, Michigan 1142 86 3801 535 
40 5 112 14 Elizabeth, N. J. a 0 7 0 
34 1 91 21 Freeport, New York 1 os - ‘ 
Ke a a Greenwich, Conn. 18 0 65 1 
ao 3 112 12 Irvington, N. J. ¢ 3 0 6 0 
Ge ae ica Lynn, Massachusetts 10 0 19 0 
6 os ee Meriden, Conn. ate ae oa 
50 2 237 15 Milwaukee, Wisc. 269 11 586 ue 
34 12 169 66 Minneapolis, Minn. 234 57 592 103 
36 1 1li 11 Montclair, N. J. ie aa a ee 
53 5 125 42 Mt. Vernon, New York ain ote 
190 23 ‘a a Newark, New Jersey pia ad 
37 at 190 105 New Bedford, Mass. i a 
14 Z 85 14 New Haven, Conn. Sa 4 
0 0 0 0 New Orleans, La. aa ri a 
11 11 70 70 New Rochelle, N. Y. 19 0 55 0 
494 89 1721 ae Manhattan, Bronx, Rchd os ae aa 
16 1 105 Norfolk, Virginia 26 3 77 10 
1 0 1 1 Oakland, Calif. sn ‘fa se aa 
91 s 243 32 Omaha, Nebraska 73 27 266 83 
24 0 56 1 Orange, New Jersey 1 0 3 0 
43 * 105 - Passaic, New Jersey ‘i oa a en 
81 8 221 17 Paterson, N. J. 14 0 20 0 
548 ow, ~ ee iN Philadelphia, Pa. + ai sp Rs 
ae ade ~ 3 Plainfield, N. J. 10 0 42 0 
31 1 124 20 Portland, Maine 20 0 33 0 
418 75 856 147 Portland, Oregon 279 20 914 66 
85 8 260 29 Providence, R. I. 6 0 24 0 
aa ae aa =a Reading, Penna. 25 0 31 0 
28 1 148 1 Richmond, Virginia 136 129 565 252 
60 2 174 8 Rochester, N. Y. a ig se pee 
18 8 62 12 Rockville Center, N. Y. 0 0 6 0 
% }. 48 8 Salem, Massachusetts 3 0 6 0 
48 6 191 39 St. Louis, Missouri 26 0’ 116 0 
100 9 430 43 St. Paul, Minnesota 174 32 406 111 
27 3 113 14 Schenectady, N. Y. ra os rae ite 
77 as 480 aa Seattle, Washington 342 161 988 427 
‘s “i ws es Springfield, Mass. 132 3 221 3 
7 0 74 22 Stamford, Conn. x aa aa aa 
16 a 72 of Syracuse, New York 9 17 63 23 
ae a ‘en ws Trenton, New Jersey 0 0 0 3 
183 19 670 103 Washington, D. C. a «2 as - 
as oc “a a West Orange, N. J. 5 0 23 0 
28 a 81 20 White Plains, N. Y. 6 0 12 0 
45 1 197 6 Wilmington, Delaware 35 0 80 0 
49 29 214 74 Worcester, Mass. re é% 2 ba 
46 a ae a Yonkers, New York a ea a pe 
2654 411 5643 1015 Totals 3644 585 10376 1658 
+ 545.4 + 454.9 Percent Change +522.9 + 525.8 


*Permits are not total sales in each market since none are reported from suburban areas, which 
normally account for 20% to 60% of total sales in each market; nor are they an accurate index 
where enforcement is lax. Rightly used, however, they are a useful working index. 
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and their thinking on service costs is 
colored by the occasional horror stories 
they encounter. It is more likely, how- 
ever, that the insurance feature, or 
spread-the-risk feature of service costs 
work out best when there ar many burn- 
ers on the service list. To illustrate, the 
questions asked how much per gallon on 
oil, or how much in actual dollars per 
year would be necessary to provide uni- 
versal service, including parts, assuming 
that the proposed one-half cent per gal- 
lon or $10 flat rate were not enough. 
These are the averages of opinions, in 
three size groups of dealers: 
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Add per Flat 
gal. to charge 
oil price per year 
Dealers with less 
than 1,000 customers .89¢ $16.10 
Dealers with 1,000 
to 4,999 customers 84 17.22 
Dealers with 5,000 
or more customers 58 12.51 
Weighted average, 
all dealers .70 14.19 


The two largest dealers reporting, one 
with around 16,000 customers and the 
other with about 12,000, each said that 
either the half cent a gallon or the $10 
annual charge would be ample for them. 

The comments were more on the nega- 

(Continued on page 101) 








NEW BUILT-IN DRAFT REGULATOR is protectively hidden — safe- 
guards proper adjustment, perfect operation. 
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NEW LOW-FLAME PILOT burns only a fraction of the oil normally NEW SERIES 70 
consumed by other burners on low-fire operation . . . sets 


new economy records. | AUTOMATIC STORAGE 


NEW LOW-DRAFT POT-TYPE BURNER pushes combustion efficiencies OIL WATER HEATER 
to peak levels; operates under difficult flue conditions where 
ordinary burners fail. fully automatic... requires 


. no electrical connections 
NEW 1%4-INCH yea INSULATION, possible because = ——— * 

Rheem pilot flame, jackets entire heater tank and gives : 

greater overall economy. Underwr ae S appr oved 
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Available 30, 50 gallon sizes 
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Every feature of this gleaming 
new beauty has been designed to make your selling job 
easier. Eye appeal... performance... economy... all set 





Phone your nearest RHEEM sales office...or 
write RHEEM, 570 Lexington Avenue, 


new standards for oil water heaters. If you’re not already 
New York 22, New York. 


lined up to meet the growing demand for this popular 
newcomer, better get full information today. 





RHEEM... making houses into homes 
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Milk and Honey Land 


Northwest Needs Only Equipment to Complete a Great Market 


by 
A. E. Coburn 


eee who cry easily, and 
others subject to emotional upsets are 
warned to quit right here, for this is a re- 
port on an oilheating fairyland that em- 
bodies all the attributes of a salesman’s 
idea of heaven. Most families live in their 
own one-family homes, and practically all 
of them are waiting, money in hand, to 
buy an oilburner. An uncomfortably 
large number of these families must, in 
fact, get an oilburner in the near future 
if they are to avoid hardship, but there 
are no burners in sight. 

In the upper left-hand corner of your 
U. S. map is an area with a heating load 
about equal to that of Washington, D. C., 
or Louisville, Ky. Single-family homes 
climb the slopes mile on mile away from 
Puget Sound and the Willamette and Co- 
lumbia Rivers toward ice cream cone 
mountains. In this Never-Never Land 
skiing and swimming are separated 
throughout most of the year by only a 
couple of hours’ drive, and there is some 
heating load every month of the year. The 
present demand is overwhelmingly for 
oilheating in the homes of the Northwest, 
but this huge demand probably could be 
greatly expanded by consistent promo- 
ton. 

Reasons for the existing demand are 
not too hard to understand. The area has 
burned quantities of wood in the past, but 
strikes in the lumber industry and the 
gradually receding stands of timber have 
made sawdust, slabs and other waste wood 
harder to get and higher in price. Typical 
of the situation is a school in a small town 
between Tacoma and Mt. Rainier. The 
building stands with its back to a steep hill 
covered with small trees and slash left by 
logging operations. The woodburning 
eating system is being converted to oil 
this summer, and light residual oil will be 
hauled 30 miles from the Sound to keep 


the children warm. Labor to saw, haul 
and fire the wood off the back hill takes it 
out of competition with automatic oil 
heat. 

Sawdust for heating is sold in “units” 
of 200 cubic feet. The average home burns 
about 10 units a year in Portland. Local 
sawdust sells at retail, delivered on the 
street or in the yard, at $5 per unit. If it 
is hauled from 8 to 40 miles from the mill, 
the price is $6 per unit, and becomes $7 
per unit if the haul is more than 40 miles. 
It costs the user another $2 to $3 per unit 
to have the sawdust put into the base- 
ment, and he should have facilities to store 
about five units. At present about half 
the sawdust used in Portland, and con- 
siderably less than half used in Seattle, is 
produced locally. Mills are moving away 
from the larger towns, nearer to the avail- 
able timber, and sawdust is becoming 
harder to get, and the supply increasingly 
uncertain. 


Sawdust Coming Out 


It is estimated that there are 23,000 
sawdust burners in Portland, 7,000 in 
Seattle, and uncounted thousands more 
in other Northwest towns, that must be 
replaced by other fuel burning equipment 
in the near future. 

In the Cascade Mountains not far from 
Seattle are the Washington coal mines. 
This coal runs about 20% ash and deliv- 
ers in Seattle for around $16 a ton. Few 
people are interested in using it for do- 
mestic heating when a good No. 3 oil de- 
livers for 7.3 cents a gallon or less, and 
stove oil in any quantity costs only a cent 
a gallon more. Coal is not a popular fuel 
in Seattle, and only a fourth as popular in 
Portland, 190 miles away. Coal is hard to 
fire partially due to the nature of the heat 
demand during much of the year. Both 
stoker and handfired heating plants tend 
to overheat during the day if they are 
fired hard enough to keep the fire alive. 
The need during much of the year is for 





a little heat in the morning and evening, 
an ideal oil or gas load. 

Gas is all manufactured. Seattle has a 
water gas of not-too-good heat content, 
enriched with light residual oil. Coal is 
not abundant and the plants are turning 
to lamp-black briquets as a raw material. 
In Portland gas is manufactured wholly 
from residual oil with some standby ca- 
pacity of liquid butane. This produces a 
570 Btu gas in the mains, but the local 
company has not promoted the sale for 
house heating since the war. Plant capac- 
ity at present does not permit a very 
great expansion of the load. 


Little Electric Heating 


Hydro-electric plants supply abundant 
and cheap electricity to the Northwest 
cities. It is used almost exclusively for 
water heating and to a great extent for 
cooking. There is a tendency toward use 
of electricity for house heating, but lines 
already are heavily loaded, and most of 
the transformers are now working at ca- 
pacity. New transformers are not yet in 
sight, and company officials at present are 
discouraging electric heating installations. 
Many dealers see electricity as a real 
competitor for the domestic heating busi- 
ness within a very few years. 

All this adds up to an urgent demand 
for oilheating. The crisis of last winter is 
not yet past, and thousands of sawdust 
burners must be replaced before next 
heating season if people are to avoid cold 
homes. 

Aggravating the situation are installed 
tanks waiting for burners. People who 
have a tank installed will not buy other 
fuels during the summer when they might 
be had, but are waiting confident that the 
burner cannot be far away when the tank 
installation is completed. Portland dealers 
have asked these people to buy sawdust 
this summer while it is available, but they 
say too few people will hedge their oil- 
burner with a few units of dust. It is esti- 
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mated that 1,800 tanks have been installed 
in Seattle and 1,000 in Portland and new 
tank installations are being made every 
day. There will be 3,500 to 4,000 burner- 
less tank installations in the Northwest 
before fall, and the owners cannot be con- 
vinced they are likely to go through the 
next winter without burners. “The war is 
over, isn’t it?” 

But every oilheating Eden has its snake, 
and every silver lining its cloud. There is 
just enough distillate easily available for 
the present demand, and any such in- 
crease as indicated by the public clamor 
for oilburners would bring on supply 
problems under present conditions. Burn- 
ing oils for the Northwest come from 
California and are an inseparable part of 
the whole Pacific Coast petroleum econ- 
omy. Though there is no real shortage of 
crude oil, there is a demand for all prod- 
ucts that does not cue with statistics for 
the rest of the country. 

Gasoline demand east of the Rocky 
Mountains is off considerably from the 
1941 level, but the Pacific Coast gained 
population and automobiles during the 
war years. People went west and took 
their cars with them, and most of those 
immigrants apparently plan to stay: Very 











little of the anticipated drop in popula- 
tion after the war has yet materialized, 
and most towns remain at, or near, their 
wartime peak. Automobiles were bought 
in other parts of the country during the 
war and shipped or driven to the Coast. 
As a result the gasoline demand in Janu- 
ary this year was equal to that of July 
1941, and oil men are fearful of the 
heights to which the demand may climb 
during the coming summer vacation 
months. Pacific Coast stocks of gasoline 
are running well under a year ago, in con- 
trast to the rest of the country. The price 
is firm and refiners are making every drop 
of gasoline possible, and still meet their 
commitments for other products. One 
large refiner has withdrawn its distillates 
from the northwest market and is selling 
residuals only in tanker lots. Distributors 
who formerly were supplied by this major 
have been thrown on a tight market to try 
to find product from competing distribu- 
tors. Other major companies are supply- 
ing as little burning oil as possible, while 
making all the gasoline they can get out 
of the rest of the barrel. 

Pacific Coast crude is heavy and makes 
an average of 45% residual oils, against 
an average of 22% east of the Rocky 





Mountains. The less efficient refineries 
run up to 60% residual, but this product 
can be further cracked, as a rule, and is in 
demand for charging stock. Average gaso- 
line yield in the West is now only 35% 
of the barrel, compared with 43% in the 
rest of the country. Coast refiners are 
making only 14% distillates, against 18% 
for the Middlewest, Gulf and East, and 
only 1% of the western barrel comes out 
kerosene. 

In spite of the relatively larger residual 
yield, the demand is great for the supply, 
and there is price pressure on this, as well 
as other products. With prices fixed, re- 
finers are making gasoline, their most 
profitable product. 

















Oils Have Different Names 






Burning oils carry a designation on the 
Pacific Coast different from the other 
parts of the country. Pacific Specification 
100, or stove oil, is a light distillate of of 
about No. 1 fueloil specification or slight- Die 
ly heavier. It is the fuel supplied to space 
heaters and other pot burner equipment, 
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and is climbing in volume close to that of be 
central heating distillate. Though in some ie 
areas this oil brings a cent a gallon pre- a 
mium at retail, some majors sell it for the Hi 
same price as PS 200 at the refinery. Pe 

PS 200 is the equivalent of No. 3 oil in és 


the rest of the country. It usually is dark ket 
in color and very little greater in viscosity 
than PS 100. This is the oil supplied to oa 
pressure atomizing oilburners and is ra 
known locally as “Diesel oil.” It is, in fact, No, 
the same oil used by Diesel powered road bad 
transport, construction machinery and the 


pro 


: : pric 
fishing fleet. Oilburners have to compete : 
in price and supply with the internal com- " 
bustion engine for this oil at present, eis 


though a special Diesel oil is appearing on ee 
the market. en 
PS 300 is a light residual comparable to 


No. 5. It is used for fully automatic heavy tabl 
oil burners for commercial heating, and i 
can be used as charging stock for catalytic ber 
stills. Sold at the refinery for fueloil, 300 a 
brings a dollar a barrel, and the refiner is ee 
required to pay about $1.30 a barrel for a 
crude to replace it. There is a tight but ; 
adequate supply at present. a 

PS 400 is heavy residual fueloil com- a 


parable to No. 6 or Bunker C. a 
When price controls are removed and th 
the law of supply and demand takes over . 
again, the price of burning oils in the 
Northwest probably will be higher. Some 
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of those who should know believe that 
Diesel oil can go up,as much as two cents 
at retail without any considerable effect 
on the demand. Relatively, oil is the 
cheapest available fuel for domestic heat- 
ing at present, and it does not have to be 
to get the lion’s share of the market. It 
seems essential that the prices be such that 
a refiner is encouraged to make the re- 
quired volume of distillates, and that the 
differential between gasoline and other 
products at the refinery be brought better 
into line. The average annual consump- 
tion of heating oils is not great in the 
Northwest, and the customer will not be 


badly burdened by a moderate increase in. 


Price. 


Though it will be hard to get local oil- 
heating men to agree, a more actively 
competitive situation in the Northwest 
probably would be good for the market. 
Over a great part of the territory the es 
tablished burning oil distributors are well 
Protected from new competition. Except 
for a fatherly pat on the head for the 
burner dealers who bring in new gallon- 
age, the oil distributors do little to pro- 
mote new demand, and are not aggressive 
by Middlewestern and Eastern standards. 

One peculiarity of the Northwestern 
market becomes apparent early to anyone 
familiar with conditions in other parts of 
the country. There is a surprising lack of 
the usual tie-up between burners and oil 
at dealer level. There are notable excep- 
tions to this rule, but in general oilburner 
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dealers sell and install burners and give 
their new gallonage to that oil distributor 
who will give such leads as may develop. 
Since there are more burner dealers than 
oil distributors, the leads usually are 
passed on to two or more burner dealers 
who can fight it out among themselves, 
but the distributor is sure of the new busi- 
ness regardless of who wins the burner 
sale. There is little incentive for individ- 
ual oil distributors to exert themselves 
greatly to expand the market. If they stick 
to oil distribution, and remain friendly 
(and non-competitive) with the oilburner 
dealers, new business will come in. This 
does not mean there is no competition 
among burning oil distributors, for in 
some areas they have resorted to giving 
sets of dishes, chocolate bars and a variety 
of other premiums to get and hold gal- 
lonage. 


There is no commission paid to oil- 
burner dealers who create new gallonage. 
The fiction has been developed that there 
is something irregular, if not downright 
immoral, in a dealer sharing in the new 
oil business he creates. Few dealers would 
have the courage to suggest that he sell 
his new oil business to a distributor, and 
few distributors of oil would pay a quar- 
ter or half cent a gallon for new business 
without feeling that he was contributing 
to oilburner dealer delinquency. The idea 
of buying oil business has been tried and 
abandoned. Some distributors paid a flat 
$5 per customer for new business, but it 


Photos Courtesy Northern Pacific Railway 
and Seattle Times. 


Portland's Willamette River Bridge and 
typical business street. 


was not long before others bid the price 
up to uneconomic levels, and the whole 
plan was dropped. Nobody seems to have 
tried a commission per gallon for bona 
fide accounts, and nobody seems to know 
why. It simply is not being done among 
self-respecting people. 


One reason for the lack of integration 
probably can be found in the relatively 
tight franchise arrangement under which 
heating oils are distributed. Only a few 
oil companies—all of them majors—haul 
oil to the Northwest. This oil is sold only 
through authorized, franchised distribu- 
tors in the various territories, and though 
a major oil company may appoint from 
one to five or six distributors in any city 
(and in a few instances distributors are 
allowed to appoint sub-dealers), an oil 
franchise is a valuable piece of property. 
There is no spot market for oil fuels in 
Puget Sound or the Columbia River as 
there is in Boston or New York harbor. 
There are no barges of fueloil waiting for 
a buyer, and there are almost no bulk 
plants except those owned by major oil 
companies. Even distributors pull their oil 
out of the majors’ plants, and do not store 
their own stocks, and only authorized dis- 
tributors and their sub-dealers are al- 
lowed to drive under the majors’ racks. 

The nearest approach to independent 
bulk plants in the Seattle area are the 25,- 
000 gallon buried drops that distributors 
have built as a convenience in outlying 
suburban areas. Where a market area is 
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too far from their suppliers’ waterside ter- 
minal to make direct retail delivery feasi- 
ble, distributors use trailers to haul prod- 
uct to their own small storage. These 
dropping points are not bulk plants in the 
sense the term is used east of the Rocky 
Mountains. They are convenience stations 
to save hauling small loads long distances 
through traffic, and to make for smoother 
and easier retail delivery. The plants hold 
relatively small quantities of the distribu- 
tors’ own oil intended for their own retail 
delivery trucks. This practice explains the 
Northwest's high bulk plant turn-over 
shown in mail surveys—about 47 times a 
year on the Coast, against an average of 
8 times for the rest of the country. In one 
case the oil is in retail channels, and in 
the other held for wholesale distribution. 


It is not enough for an oilburner dealer 
to decide to go into the fueloil business 
and buy himself a truck. He has no source 
of supply unless he can find a major com- 
pany that will franchise him, or an estab- 
lished distributor who is willing to ap- 
point him as a retail competitor. Barring 
these possibilities his truck will never be 
loaded, except at the going retail price. 

On the other hand, there is little in- 
centive for the oil distributor to get into 
the oilburner business. As long as he 
treats the oilburner dealers in his com- 
munity at least as well as his competitors, 
he will get his share of new business. If 
he goes into the burner business, and a 
few distributors have, he loses the good 
will and new gallonage of the established 
equipment dealers. There is no reason for 
a fueloil distributor to go into oilburner 
sales and service unless he is sure he can 
get more business for himself than his 
friendly equipment dealers now are turn- 
ing in. For this reason integrated oil and 
burner dealers are the exception rather 
than the rule, though there are signs of 
an eventual change in the situation. 


Being an oilburner dealer in the North- 
west has its problems. In the cities a 
burner dealer can do only oilburner work, 
and has little chance to do heating work 
unless he is willing and able to get into 
the heating and piping association. This 
membership is necessary, since only such 
a member can hire union labor he will 
need to do heating work. Most dealers 
pass on their heating work to member 
contractors at little, if any, profit. 

In Seattle the dealer is not allowed to 
install oil storage of more than 110 gal- 
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lons without burying the tank so the top 
is at least two feet under the surface. Tank 
sizes are figured in barrels of 42 gallons. 
The seven barrel tank, which is used on 
more than 90% of Seattle installations, 
holds 294 gallons, and must be buried. 
Hardpan underlies the area and it is com- 
mon to strike it before getting sufficient 
hole to drop a seven barrel tank. The 
sixteen barrel tank frequently is referred 
to as a 675, and the twenty barrel tank 
is an 840. 

In Portland dealers may install one 275 
gallon tank in the basement, but 85% of 
domestic installations go in with buried 
675’s. Dealers claim that basement tanks 
frequently develop leaks in a few years 
and have proved to be generally unsatis- 
factory. The more even temperature— 
and lower temperature—of the oil in bur- 
ied tanks is less likely to attack the metal 
and cause leaks. 

The 550 tank used east of the Rockies 
is known in the Northwest but seldom 
used. A 675 rolls out of a standard 8 x 12 
ft. sheet of 7 gauge steel and makes a tank 
eight feet long and 45)4 ins. in diameter, 
and carries a ceiling price of $72.45. Why 
cut the sheet to make a smaller and less 
satisfactory tank, dealers ask? 


Separate Installation, Service Men 


Installation men in Seattle are the 
aristocracy of the oilburner dealer’s crew. 
They are organized under the electricians’ 
union there, though they are not allowed 
to run new lines into the house, or do 
much of the other work of the full-fledged 
electrician. As an off-set, they are allowed 
to lay up to 40 firebrick on any installa- 
tion before it is necessary to bring in a 
bricklayer. These installation men have 
been getting $1.81 an hour with double 
time for any work performed before or 
after the regular working day. On the 
first of July the rate is scheduled for an 
increase to $1.87!4. Dealers have become 
used to the hourly rates and accept them 
without comment, but they do complain 
that the men now turn out only two- 
thirds of the work they used to, and costs 
are going up. Seattle service men are paid 
from $1.25 an hour up. They can do only 
oilburner repair, and are not allowed to 
re-install a burner or correct a system. 

In Portland both the installation and 
service men are organized under the 
steamfitters, but they are not allowed to 
do heating work. They can lay up to 150 


firebrick on a job. Hourly rates range up- 
ward from $1.25 an hour. 

Probably 99-44/100% of the domes- 
tic heating plants in the Northwest are 
gravity or forced warm air. It is seldom 
a steam or hot water plant is found except 
in commercial buildings. Due to require- 
ments already outlined, it is estimated by 
local dealers that a radiator heating sys- 
tem for a home would cost 50% more 
than a good warm air system. Those few 
who live with wet heat systems say they 
are more satisfactory than the average 
furnace job, but few will pay the price. 

The nature of the heating load also con- 
tributes to the popularity of warm air 
heating. There is hardly a week in the 
year that some heat is not needed in the 
morning or evening, and the warm air 
system is ideally suited to this kind of 
load. It is not necessary to get up steam 
or to heat a volume of water to provide 
the touch of heat so frequently needed. 

Though snow may be twenty feet deep 
on the fairytale mountains around the 
towns, the areas of greatest population 
near the water seldom get snow enough 
to whiten the streets. There are no ex- 
treme variations in temperature, and 
Chambers of Commerce can say truth- 
fully that the temperature in all recorded 
history has never reached as high as 100° 
or as low as 0°. It is rare indeed to ex’ 
perience 90° or as low as 20°. The lack 
of snow and low temperatures simplifies 
oil hauling, and contributes to the un- 
usually high efficiency and low costs 
shown by most heating oil distributors. 
Few Middlewestern or Eastern companies 
ever reach the delivery efficiency of the 
good operators in the Northwest. 

Practically all of Oregon and Wash- 
ington constitute a milk-and-honey mar- 
ket for burners and oil that apparently 
will not be saturated for years to come. 
Estimates of the total market for the next 
five years range from 400,000 to 720,000 
installations, but it seems safe to say that 
500,000 burners can be sold about as fast 
as they can be built and installed. In spite 
of possible future competition from gas 
and electricity, there is no fuel in sight 
at present that can compete with oil for 
domestic heating. There is an urgent and 
immediate need for as many as 100,000 
oilburners, and manufacturers would do 
well to make every effort to fill it. Fam- 
ilies in the Northwest are waiting, money 
in hand, to buy domestic oilburners. 
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Oilheating Crossroads 


1946 is Industry’s Year of Decision on Several Problems 


By 
Robert Gray 


This is the story used as a talk before 
the Fueloil Distributors Assn. of New 
Jersey at Asbury Park June 6. 


W. HAVE BEEN TOLD time and again 
that we must not be fooled by the present 
temporary period of crazy spending. I’m 
sure we all agree with this and we don’t 
plan to be fooled, although sometimes it’s 
fun. So we’re going to discount this pe- 
tiod, but what then do we expect in the 
real postwar period, when the first flush 
demand has been met, and we get back to 
sensible selling efforts? Suppose that 
should happen next spring, which I’m 
inclined to expect; just what will we set 
about doing? 

Many of us seem to have in mind sim- 
ply a revival of 1941, that happy year of 
fond memories that we longed for during 
the days of rationing and shortages and 
casualty lists. If we could only have gone 
back to 1941, all would have been serene. 
Of course, in 1941 none of us knew that 
we were having good times, did we? But 
let's quit fooling ourselves. 1941 is gone 
forever, both literally and figuratively. 
Everything changes a lot in five years, 
whether we have war or peace. The only 
reason for ever looking back is to see what 
trends might have been starting then that 
will affect us from here out. Other than 
for that, we must forget 1941 and concen- 
trate on 1950. To the degree that we can 
tecognize our principal problems of the 
next five years, and start now preparing 
to meet them, to that degree we can ex- 
pect a more satisfactory industry than 
we have ever before enjoyed. 

In more ways than we can consider in 
the time we have today our future is go- 
Ing to be affected, and our planning in- 
fluenced, by one little word with only 
three letters, G-A-S. You know, I’ve sort 
of learned to love the gas industry because 
Whenever we at the magazine turn up 
short at the last minute on some feature 
story we had planned for an issue, I can 
always write another on gas competition. 

All of the best sales managers say to 


forget about gas; ignore your competi- 
tion; peddle your own blueberries. That’s 
just swell . . . it’s exactly what the coal 
industry sales managers said about fueloil 
years ago. Naturally, we wouldn't advo- 
cate an oilburner sales force discussing 
gas with its prospects, but nevertheless it 
is the biggest factor in our future. Many 
of our policy determinations as an indus- 
try must be geared to this competitive 
fuel. 

Never try to discredit the gas industry. 
They have done an amazing job against 
obstacles that would be insurmountable 
to anyone with less ability and determina- 
tion . . . this is particularly true in the 
East and to some extent in the Midwest. 
While Midwest gas prices today are near- 
ly as low in some markets as fueloil prices, 
they were not so low at the start. They 
started high and came down as heating 
volume grew. 

Today they’re high in the East, but 
they will come down as volume grows. 
Let’s look for a minute at what the gas 
industry has had to overcome to get the 
start that it now has in the East. How 
would you like to compete against a fuel 
that could be burned automatically and 
sold for less than half the price of your 
product? When we were competing with 
coal, crude as it was, it was never that 
cheap in relation to oil. Eastern manu- 
factured gas, of 540 Btu’s, costs between 
two and two-and-one-half times the price 
of distillate heating oil, on a strictly heat 
content basis, yet the average Eastern gas 
bill for heating is only about one-third 
higher than the average oil bill. 


Gas Industry Diligence 


The story has been told many times, but 
it cannot be repeated too often. The wide 
variation between the difference in heat 
values of the two fuels and the difference 
in actual fuel bills reflects the ceaseless 
diligence of the gas industry to improve 
its position, by such means as insisting on 
home insulation, insisting on good heat- 
ing plants, designing equipment of higher 
efficiencies than oil-heating men have ever 
thought necessary, educating users to be 
saving of the fuel, building goodwill 
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through instantaneous service at no 
charge. Then they have one advantage 
that is extremely important . . . only a 
single company in a community sells gas; 
it has plenty of money to spend on pro- 
motion, plenty to hire the best public re- 
lations men, the best engineers. 


_ You may say that there is going to be 
a lot of new oilburner business, so why 
not let the gas crowd have all it wants; 
we'll get plenty; why be concerned? Sim- 
ply because we have seen in too many 
Midwest cities that gas grows like a snow- 
ball rolling down hill until it nearly stops 
new oilheating sales. 

Let’s be honest and recognize that tak- 
ing our industry as a whole, we do not 
equal gas in convenience nor service. 
While money is plentiful, a lot of people 
are willing to pay necessary extra amounts 
for these refinements. When money is 
less plentiful gas costs may be expected 
to go down, for more volume will have 
been built up. 


The hardest and most significant lesson 
we've got to learn is that we do not any 











longer compete with coal. We only dis- 
covered this in the past year. The real 
change in public attitude toward coal has 
occurred since 1941. In at least a half 
dozen consumer surveys of the past year 
by Fuexort & Om Heart, by Standard of 
Jersey, by the Curtis Publishing Co., by 
Small Homes Guide, and some others, it 
was found that less than a fourth of our 
people want to burn coal; the others plan 
to get away from it; while three-fourths 
of the people now use it. This means that 
half of our present homes with -central 
heating plants are ripe prospects for 
changing from coal to oil or gas, or over 
seven million ripe prospects . . . but more 
of them want to change to gas than to oil. 


Coal Competition Dead 


Our industry’s practices have been 
geared to competing with coal, and now 
we find coal dead as a dodo in public pref- 
erence. We've been content to be more 
convenient than coal in the household fa- 
cility we provide and in our delivery prac- 
tices. So now we find ourselves shadow 
boxing . . . striking at something that is 
not there. We have not geared ourselves 
to compete with gas, and now we learn 
that gas is our only real competition. Don’t 
laugh it off just because there is not much 
gas heating in your neighborhood yet. 
There will be! A lot of the boys out West 
laughed at gas until it got so strong that 
it’s choking them — they thought they 
were still competing with coal. 

You may think that the answer to this 
is simply promotion—doing some collec- 
tive advertising of oilheating. That’s fine, 
and you should find a way to do it, but 
there are other things at least as im- 
portant. We've got to definitely make 
oilheating as convenient as gas heating, 
not just say that it is, however attractive 
the billboards. 


First on the list of things we might do 
is provide universal oilburner service. 
This would be accomplished through 
either a uniform annual charge to every- 
one or else a higher oil price to specifically 
cover service. When a man gets a service 
charge of $60 or $70, however legitimate 
it may be, he’s a prime prospect for the 
gas salesman, and even if he doesn’t put 
in gas, he talks against oilheating to his 
friends. 

In the reports from several hundred 
companies sent to the magazine last De- 
cember, we learned that total 1945 in- 
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come of service departments, spread over 
all the customers served by those com- 
panies, represented an average of $11.33 
per customer for the year. This included 
not only service time and repair parts, but 
also all of the accessories sold by those 
dealers, such as low water controls, circu- 
lators, oil filters and the numerous other 
refinements that are not actually a part of 
service costs. So last year a flat charge of 
$10 per customer for all service, includ- 
ing repair parts, would have been ample, 
if the dealer had had all of his customers 
on that basis. Our monthly reporting 
group believes that this price should be 
about fourteen dollars. 


To state it another way, apparently 
7/10 of a cent a gallon added to the fuel- 
oil price would take care of all service 
nicely, if it applied to all customers of the 
dealer. This would not mean higher mar- 
gins to get the extra service cost into the 
posted price of oil, but rather that the 
specific companies who render such ser- 
vice would charge more for their oil than 
companies who do not. You may think 
this is impossible, but it has been tried 
with complete success for both the oil man 
and his customers. It is definitely not nec- 
essary for a dealer to wait until all of his 
competitors are willing to doit. Any one 
dealer can do it and make it work. But 
the practice must become widespread if 
we mean business in competing with gas. 


Next, you'll probably agree that we've 
got to have universal automatic deliveries, 
and completely automatic, with not only 
degree-day systems, but with fill signals 
on every tank, so that we never have to 
ask the lady to stay home to let the driver 
in to stick the tank. That was all right 
when we competed with coal, but today 
it’s the bunk. Any company that does not 
deliver completely automatically is a ser- 
ious menace to the rest of you who do. 
Even the smallest operator can do it if 
you take the trouble to convince him that 
it’s necessary. 


Housing Program Responsibility 


The next thing that appears important 
in our long range battle of the fuels is that 
the better elements of our industry—the 
top flight burner and oil men—should 
handle the oilheating in this housing pro- 
gram ahead of us. You did not want any 
part of such work in 1941, but forget 
1941... we're thinking about 1950. A 
lot of oilheating will go into those millions 





of houses (12,644,000 in ten years) and 
so will a lot of gas heating, in areas where 
the builders sense the public demand for 
it. Much of the oilheating in builder de- 
velopments before the war was not well 
done. This hurt us plenty, but it didn’t 
cripple us because there was relatively lit- 
tle of it. But when there gets to be a great 
deal of it, as there will be in the next few 
years, we cannot take a chance on having 
disappointed users in large numbers. As 
an industry, we must do everything pos- 
sible to prevent this work falling again 
into the hands of cheap, irresponsible op- 
erators. And the best way to prevent it is 
for you, and men like you in other sec- 
tions of the country, to make up your 
minds to take this work. You won't have 
to give it away. This work is going to 
have to be done in such large volume that 
builders cannot afford to be associated 
with heating men who do not make rea- 
sonable profits. And factories will not 
again channel their stuff through the 
flimsy operators if you let them know you 
can handle the work. 
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Our next step in the long range gas 
fight would be to make sure that fueloil 
prices stay up and, if anything, increase 
rather than decrease. We’re worth a lot 
more than coal to anybody, yet today in 
the East there is no difference in heating 
costs. ‘Then we want enough margin at 
all levels to be able to give the public a 
service and performance equal to gas. We 
are learning over and over that people are 
more concerned with performance and 
utility than they are with cost—within 
reason, of course. For example, in our 
consumer survey last summer, with 1,500 
interviews, a lot of people objected to oil 
for one reason or another, but not one 
said it was too expensive. Fighting for 
minimum oil prices was important in our 
earliest days, but it isn’t now . . . that is, 
in the East. In some Midwest cities fuel- 
oil prices are too high, but that is the only 
section where it is true. 

There’s another reason why fueloil 
prices should be held up. Today, for the 
first time in history, distillate heating oil 
is decidedly profitable to the refiners. 

This is due to an unnatural condi- 
tion of having too much gasoline, with 
prices consequently soft, and having got- 
ten from OPA a boost in fueloil prices. 
We want major oil company top execu- 
tives, at long last, to recognize fueloil as a 
primary profit product. 


Pricing History 


Let’s look back for a minute at the his- 
tory of fueloil pricing. Our magazine (or 
one part of it, FUELOIL JOURNAL) was 
started thirty-five years ago by some oil 
men in Texas. It was started for the prin- 
cipal purpose of trying to encourage the 
development of equipment and facilities 
to consume fueloil. Refineries were then 
dumping huge quantities on the creek 
banks. Sometimes, floating on the stream, 
this oil caught fire and burned the wooden 
bridges . . . and of course it also killed the 
fsh in the streams. So the state regulatory 
bodies were bothering the refiners to find 
some other way to dispose of fueloil. 

Because of lack of revenue from fuel- 
oil in those years gasoline prices had to 
be much higher than today. 

As fuel markets developed through the 
intervening years, old-time oil men who 
came to dominate the major oil companies 
still thought of fueloil as refuse, and when 
they got money for it they looked on this 
simply as something that reduced the 


cost of gasoline. Amazingly, some of 
that feeling still persists, though not with 
all companies. But there’s enough of it 
to hurt us. 

It crops up today in the question of the 
disposal of the “Big Inch” pipelines. The 
presidents of two Eastern major oil com- 
panies have publicly advocated that these 
lines be used for natural gas. 

The oil companies want to preserve 
their tanker fleets, rather than use the 
pipelines themselves, for understandable 
reasons . . . they’re so much more flexible 
in an oil world. They don’t want the 
Government operating those lines in oil, 
also for sensible reasons. But to get these 
results, the two presidents would sacrifice 
some parts of the oilheating industry. Can 
you imagine them doing that, if gasoline 
were going to be jeopardized. Naturally 
not. So we want fueloil to be as profitable 
as gasoline, so that these particular men, 
and others of their type, will learn to love 
it and take it into the family as a legiti- 
mate child. 


Higher Profitable Yields 


Before the war, fueloil was subsidized 
just about a cent at the refinery, compared 
to gasoline. So if it is to be on a par with 
gasoline for economic desirability, it will 
only have to carry about a cent more price 
at the refinery, and probably a cent and a 
half above prewar prices at the retail 
level. 

Then whenever there is a question of 
fueloil supply in the expanding years 
ahead, a subject of concern today to some 
of these men, they'll simply increase the 
runs to stills, adjust the yields, and make 
the stuff. There will be no point in gear- 
ing fueloil to gasoline demand when it is 
just as profitable as gasoline. 

Then I think they’d help us more to 
fight gas, and help us in a lot of other 
ways to a greater extent than they now 
are able to do. Let me make clear that we 
are not trying to discount what the majors 
have done for oilheating, particularly in 
their laboratories and at marketing levels. 
Shell, Jersey and Socony have done out- 
standing work in oilburner development, 
and you couldn’t find more enthusiastic 
fueloil boosters than Minner or Barrett 
or Fox or Bartlett or DeRosay or Mulvey 
or Miles, but it’s at the Directors’ table 
that this first love for gasoline dominates 
everything. 

The final consideration, and to me one 
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of the most significant, in lining up om 
future in competition with other fuels, 
again has to do with the oil refiners. To 
state it briefly, it seems desirable that re- 
finers should limit their activities to mak- 
ing the product available and gradually 
get away fom retail deliveries of fueloil. 
This would also entail getting out of any 
burner or service activity. In return, the 
independent fueloil distributor might well 
identify himself with the brand name of 
his supplier and give it real emphasis. 

We all know that the major oil com- 
panies are at the crossroads in their think- 
ing on fueloil marketing policies. Their 
individual views are quite divergent, one 
from another, yet they are all trying var- 
ious things, feeling their way. 


Protection for Public 


They all sell some fueloil at retail, one 
of them as much as a third of its total, 
yet even that company is not sure it’s on 
the right track. Within the past few 
months at least two, and it may have been 
three, major oil company men have asked 
if it is going to become necessary for them 
to go all the way into the burner service 
business, in the public interest, because of 
reports of inadequate service and too high 
charges, and to protect their long range 
fueloil volume against gas inroads due to 
dissatisfied customers. 

Several of the majors are sending up 
trial balloons on burner sales and service, 
and they are no doubt completely sincere 
when they say that they have no definite 
plans to go into the business, but are 
rather feeling their way in spots here and 
there, to keep up to date in case they 
eventually realize that they must enter 
the field in earnest. 

Jersey, of course, is an exception, for 
this company has been heavily into oil- 
burners and service for 12 years. Socony 
sold burners years ago, the old “Arrow,” 
didn’t like it and sold the department to 
one of the present oilburner manufac- 
turers. But now they're dipping into it 
again, as a wholesale burner distributor in 
Philadelphia, and with burner service in 
Boston and Buffalo. Shell, for the first 
time, is trying out burner service, in Bos- 
ton, Tide Water has been marketing ex- 
perimentally the “Tydol” burner in east- 
ern New England. Sinclair, through sub- 
sidiaries, sells burners and service on Long 
Island, in Baltimore and Washington. 
American Oil is trying burners and ser- 
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vice in Baltimore, while Standard of Ohio 
has burner service in several cities. 

Whether or not these companies as a 
group go strongly into the various retail 
and service activities will depend, nat- 
urally, upon what security they can see in 
a continuation or expansion of the present 
industry pattern. If they could believe 
that oilheating as an industry, and the 
fueloil end of it in particular, has fully 
grown up, to the point where it can defi- 
nitely work for the public interest instead 
of taking the short-range view, I believe 
things could go in the direction we want. 

But if major company thinking is to be 
slanted away from direct retailing, a help 
in bringing this about would be an assur- 
ance of holding or improving their brand 
position through getting their fueloil dis- 
tributors to emphasize the brand. 

There is a lot of merit in this brand 
business. It would lead to greater stabil- 
ity within the industry. It need not neces- 
sarily be the brand of a refiner or a major, 
like Shell or Sun or Atlantic. It could 
as well be the brand of a large wholesale 
marketer, like Maritime, or Hartol, or 
White Fuel. In advertising circles it is 
recognized that brands do bring a lot of 
benefits, such as stability of connections, 
responsibility for quality, and encourage- 
ment to the supplier to take a much more 
active interest in helping the retailer with 
management advice, market analysis and 
the like. Brand identification establishes 
a family relationship, otherwise impos- 
sible to achieve. 

Gasoline is strongly a brand product; 








fueloil very little, but growing. True, the 
fueloil distributor, under a brand arrange- 
ment, loses his ability to hunt in the mar- 
ket for bargains, but the outlook for the 
next few years shows little probability of 
finding bargains, anyway, and the ad- 
vantages of getting more intimate help on 
his problems by high-priced experts from 
the big company would far outweigh the 
loss of a chance to hunt bargains. 


On this whole problem, we’re now at 
the crossroads. The independent distrib- 
utor, it seems to me, can handle retailing 
far better than the large company with 
distant headquarters. He’s far more flex- 
ible, can handle customers and their vicis- 
situdes more expeditiously than can the 
representative of the big company, who is 
often hamstrung by some head office 
policy that was designed for an entirely 
different sort of case, but somehow pre- 
vents him doing the right thing in this 
instance. 


“However, the fact that the independent 
distributor has this freedom of action 
often makes him an opportunist, and he 
often does things for quick profits that 
are not constructive to oilheating in the 
long run. Your actions in the next year 
or two will no doubt help the majors make 
up their minds. If you show maturity and 
a sense of public interest that leads the 
majors to feel that you can successfully 
compete with the high-priced brains of 
the gas industry, and if you show an ac- 
tive interest in brand development, it is 
reasonable to believe that the majors will 
gracefully cut down on retailing. Other- 
wise, they'll probably be more active. 

When I have said that our future is to 
be greatly affected by gas, you can now 
understand that it isn’t so much gas as a 
fuel that I mean, but rather gas as a sym- 
bol of much more alert, more able, more 
refined competition than we had some 
years ago. Also it sets a pattern in service 
to the public that we must emulate, in 
fact exceed. And if we make our product 
the best, we can charge well for it. 

So what are the points we have talked 
about—I believe there were six: 

1) We need universal oilburner ser- 
vice, at uniform minimum cost. 

2) We need completely automatic de- 
liveries by all companies. 

3) The better dealers should definitely 
handle the housing program. 

4) Within reason, we should have 
higher future fueloil prices. 


5) Distributors would be more secure 
with brand identification. 

6) If the first five are done, then re- 
finers should eventually get out of retail- 
ing fueloil, burners or service. 

If these things are not done, then we 
can probably expect more active retailing 
by refiners, for their own protection. 

And since we promised to pull all of 
these thoughts together into one conclu- 
sion, we'll state it in fifteen words: “Don’t 
let the gas industry do to us what we did 
to the coal industry.” 
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Milwaukee Plumber Has 
Annual Service Charge 


OF SLIGHT INTEREST because of the var- 
ious discussions in our industry over the 
possibilities inherent in a universal service 
system, or an annual guaranteed cost ser- 
vice system, is a newspaper item showing 
that someone has tried it in the plumbing 
business. Zein Plumbing & Heating Co., 
Milwaukee, has sold to 300 householders 
a “preventive” plumbing contract. A flat 
charge of $11 a year brings semi-annual 
inspections of the plumbing system plus 
any emergency calls, but no parts or other 
materials are included. 
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Oil Industry Leads 
In Output Per Worker 


THE BUREAU OF LABOR Statistics recently 
published some interesting data showing 
how the output per worker expanded in 
various industries during the 20 year pe- 
riod prior to the war. The petroleum in- 
dustry showed the greatest gains on this 
score. Using 1929 as the base year, or as 
100 on the index, the petroleum industry 
went from a low index of 49.4 in 1919 to 
a high of 207.6 in 1941. 

No other of the seven major industries 
listed in the study showed as great a gain 
as did petroleum. A comparison of pe- 
troleum refining with the average of all 
manufacturing shows: 


Year Pet. Ref. All Ind. 
ee 49.4 58.0 
|. re 93.2 86.0 
os eer er 116.7 107.3 
NWS? Seika 167.1 119.6 
SRE ib ascide ss 177.3 121.8 
| Sr en 193.4 132.4 
SOO cae vce 200.0 138.8 
|) 207.6 142.7 














hea 


sad 
hin 
of 1 
tak 
wh 
bei 
any 
It 1 
but 
anc 
anc 
use 


oil 
tion 
me 
ne\ 
ma 
ady 
fac 
sul 
sta 
tov 


bec 
hu 


suc 


bu 
25 






secure 


en re- 
retail- 


on we 
ailing 
i. 

all of 
onclu- 
Don't 
ve did 


arse 
> Var- 
r the 
ervice 
st ser- 
wing 
nbing 
| Co., 
ders 
A flat 
anual 
plus 
other 


rker 


ently 
wing 
ed in 
r pe- 
m in- 
. this 
or as 


ustry 
19 to 


stries 

gain 
f pe- 
of all 


Ind. 


Nor wWnw Oo © 











Trends in Oilheating Equipment 


Several Improved Small Models; Cat-Cracked Oil Problems 


By 
J. W. Schulz 


ee MC NUTT WAS NOT at the big oil- 
heating show. staged in Philadelphia, 
April 23 to 27. Many old-timers recalled 
sadly how years ago they always found 
him or his first-cousin in one of the booths 
of the old shows. He always had a breath- 
taking, revolutionary new oilburner 
which completely outmoded every burner 
being used. Any fool could install it in 
any furnace or boiler in less than an hour. 
It needed no servicing, used any grade oil 
but preferred the heaviest, raised boiler 
and furnace efficiencies to 99-44/100%, 
and modestly used half the amount of oil 
used by any other burner. 

Although there were no crazy-house 
oil burner models at the National Exposi- 
tion, a study of the late pre-war equip- 
ment which was there, and of the brand- 
new models being announced by a few 
manufacturers, proved that oilheating is 
advancing on a solidly good basis. Manu- 
facturers are making changes which re- 
sult in better oilheating. Improved in- 
stallation and service methods and a surge 
towards improved education for all the 
men in the industry are making for bet- 
ter oilheating. 

At the show, a group of design en- 
gineers employed by manufacturers 
thumbed through an oil burner installa- 
tion and service manual distributed wide- 
ly by one of the leading manufacturers 
about 15 years ago. Things like these 
made them realize how rapidly oil heating 
has moved ahead. Only 15 years ago, this 
manual earnestly argued against round 
basement tanks, as 250-gallon round 
tanks “will not readily go through all 
basement entrances”; the plea was to in- 
stall 245-250-gallon obround tanks. The 
suction line from the tank to the basement 
wall, cautioned the manual, should never 
be less than one-inch pipe size for outside 
tank jobs. Before copper tube oil lines 
became popular, recalled one old-timer, 
hundreds of dealers standardized on 11%” 
suction lines. This manual covered a 
typical pressure atomizing domestic 
burner and said: “Under oil pressure of 
25 Ibs. and greater, the oil spray from 
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the nozzle should be finely nebulized and 
free from any streak or rich portions.” 
And later the manual advised, “Never 
run the pump at pressure less than 30 
Ibs.” Charts in the book, which was well- 
printed and well-illustrated and included 
more than 100 pages, indicated to service 
men that a nozzle which gave 1.7 gph at 
100 Ibs. pressure could be tuned down to 
1.1 gph by adjusting for 30 lbs. atomizing 
pressure. After absorbing information 
from this manual for a solid half hour, 
one mechanical engineer raised his head 
and looked around at the compact, trim 
burners which graced the booths of the 
Philadelphia show, and declared, “I’ve 
just come back from a ride in a Stanley 
Steamer!” : 

In inspecting and checking over even 
one of the lesser-known oilburners of- 
fered today, a dealer need not ask if it is 
entirely practical and foolproof, to judge 
by the burners on display at Philadelphia. 
Dealers at the show did ask (besides ask- 


ing how many they could buy at once) 
such questions as these. Which details 
are better than in earlier models? How 
efficient is it in terms of the per cent CO, 
usually obtainable on good installations? 
Is it really very quiet? The dealers were 
enthused about details which made burn- 
ers more handsome and easier to install 
and service. Finally many of them came 
to something like this: “Sorry to mention 
it, for it doesn’t matter much right now 
although I suspect that later on it may, 
but what about the price of the burner?” 

Questions about future prices of burn- 
ers are evidently in the minds of most 
manufacturers. For the most part, con- 
servatism is being shown. Low manufac- 
turing costs, for later when a given fac- 
tory may be turning out thousands and 
thousands of burners per month, are a 
distinct objective. The almost universal 
idea seems to be to go into large-scale 
manufacture of burners which are truly 
excellent, but to avoid like the plague any 
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Handsome appearance, high combustion efficiency because of use of highly-developed 
air-handling parts, and motor, pump, and ignition transformer which can be replaced 
in two minutes are the features of this brand-new pressure burner. A special tool, 
shaped like a crank, is used in servicing. (Harvey-Whipple, Inc.) 





49 





Se phen neean 


eh te pte Cates Spent sf 


sapamateciiee 





sa tapas ila i CN 








Starting with a clean slate, this winter air 
conditioner was designed to have a pres- 
sure nozzle but no conventional pressure 
oil burner. “Vacuum Draft” is featured, 
given by an induced draft blower. One 
motor drives the fuel unit, induced draft 
blower, and circulating blower which 
sends the conditioned air through the 
ducts. Air enters the combustion space 
through device which gives whirling 
flame. (Norge-Heat Division) 


sloppy steps involving design or manufac- 
turing procedure which will needlessly in- 
crease manufacturing costs by so much as 
twenty-five cents. One manufacturer de- 
clares he'll willingly spend ten dollars 
more per burner to produce equipment 
definitely more dependable or more eco- 
nomical by even a shade than the burners 
offered by his competitors, but that he 
will be looking for a new chief engineer 
if ever he finds that “back alley tinkering 
type of work on the production line” is 
wasting a nickel a burner. 

Ample evidence that many burner 
manufacturers are production-minded is 
being shown by the use of steel stampings 
and die-castings on a much greater scale 
than before in this industry. Later, not 
right now of course, typical manufac- 
turers aim to make certain they are using 
the flexible drive couplings, ignition trans- 
formers, high tension leads or bus bars, 
blower wheels, electrical connectors, con- 
trol arrangements, and gun tube designs 
which will permit manufacturing econ- 
omies without impairing performance. 

For several years before the war start- 
ed, two trends were affecting the design 
of pressure burners, and now the same 
trends are being pursued with even great- 
er vigor. The first trend is towards more 
eficient combustion. Since oilburners 
were first built, college engineers judged 
oilburner efficiency and flame quality by 
the numbers obtained from combustion 
testing instruments. But 20 years ago, for 
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example, typical oilburner dealers, and 
even manufacturers in many instances, 
had no patience for check-ups on burner 
performance made with combustion test- 
ing instruments. At that time, the big 
problem lay in trying to manufacture and 
install a quiet, dependable, clean-burning 
oilburner. Ten to 15 years ago, manufac- 
turers and leading dealers started inject- 
ing talk about CO2 tests whenever men- 
tion was made of how well a burner could 
perform. Shortly after, hardly a new 
pressure burner model was announced by 
a manufacturer without some boasting 
about its ability to burn oil at high efh- 
ciencies, showing perhaps 13% COz: dur- 
ing laboratory tests, and being able to 
produce clean-burning at 9% to 12% 
COz on actual installations. The big im- 
provement cited for many new models 
lay in their being able to show one or 
two per cent higher COz than the older 
models they took the place of. During 
the 1935 to 1940 era in oilheating, a 
burner manufacturer had cause to admit 
backwardness if his pressure burner mod- 
els could not show 10% to 12% COs on 
best installations with adjustments for 
clean-burning during every-day opera- 
tion. Thousands upon thousands of 
burner dealers and installation and ser- 
vice men bought and learned how to use 
combustion testing instruments. Oil 
companies started to lower their custom- 
ers’ fuel bills by widescale combustion 
testing and recommending job improve- 
ments which would lead to higher CO: 
and lower stack temperatures. Thousands 
and thousands of burners were sold with 
the guarantee to home owners that, ad- 
justed for regular operation and clean 
burning, the minimum COgz of the smoke- 
pipe gases would be 8%, or in some cases 
10%. 

The war gave setbacks to these efforts 
to arrive at higher efficiencies on actual 
installations. The manufacture of new, 
more efficient burners stopped. Short of 
installation and service manpower, most 
burner dealers found no time to make 
combustion tests and the job improve- 
ments indicated by such tests. Fueloil sup- 
pliers temporarily discontinued their 
work of testing to get new oil contracts 
and hold old customers. The wartime 
fuel oils were not of the pre-war high 
quality in most cities, and because of this 
and the difficulty of continuing with the 
high service-work standards of pre-war 


times, the big idea held by many hard- 
pressed service men was to keep the burn- 
ers running without breakdowns—at low 
COz or high COng, it did not matter much. 

Born of the war, however, is a still 
greater incentive to improve the combus- 
tion ability of pressure burners. Today, 
the old reasons for making better pressure 
burners apply once more, and also this 
new reason. That is, the modern cat- 
cracked domestic fuel oils are more diffi- 
cult to burn clean at high COz. Conse- 
quently additional effort is being concen- 
trated by burner manufacturers on those 
parts of pressure burners which affect 
COz, ability. The trend is towards better 
atomizing nozzles and better air-handling 
parts for the gun tubes. The improved 
air-handling parts being used on some of 
the new models direct the air from the 
blowers more forcefully into the oil spray 
from the nozzle, and with improved di- 
rectioning to shape the flames better. This 
is causing a switch towards somewhat 
larger diameter blower wheels in certain 
burners, and may cause a general trend 
towards the use of blower wheels of 
larger diameter for pressure burners, as 
higher static pressure in the gun tubes is 
needed to power the new air-handling 
parts properly. In bygone years, the gun 
tube pressure often was practically at- 
mospheric, with the firebox draft usual, 
when a burner gave the highest gph rate 
listed by its manufacturer. A change may 
be called for, since proper operation of 
the air-handling parts at the end of the 
gun tube often can be arrived at only by 
having a pressure drop through these 
parts. The result may be a general lower- 








Compact low-pressure burner, built en- 
tirely of special parts, and plainly engi- 
neered painstakingly for high efficiencies 
—also for mass production. (G-E). 
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ing of the gph capacities obtainable using 
blower wheels of given sizes. Burner de- 
sign engineers are considering, in some 
cases, whether different blower housing 
designs may be in order, because the 
change in air-handling parts eliminates 
the “free-air delivery” type of blower 
performance even at the maximum gph 
rates for the particular models and substi- 
tutes a requirement that the blower de- 
liver, at maximum, only as much air as it 
can deliver at some certain, stated mini- 
mum static pressure. They are wonder- 
ing also if there may be reflections on the 
sizes of gun tubes usually used for differ- 
ent gph rates, and on the air-flow charac- 
teristics of all the parts in the gun tubes. 
To obtain combustion results comparable 
to those given by the best pressure burn- 
ers, painstaking studies must be made of 
airflow in the burners, and of the man- 
ner in which the air for combustion flows 
from the firing end of the gun tubes into 
the fireboxes. This raises to a much higher 
plane the engineering work needed to de- 
sign and develop a good pressure burner. 


To Lower Firing Rates 


The second trend which was interrupt- 
ed by the war and now is being taken up 
again has to do with smaller and smaller 
burner models for lower gph rates. To 
obtain good combustion at about 1.0 gph 
or less calls for doing more than putting 
a low-output nozzle in a pressure burner 
built for up to, say, 2.0 to 4.0 gph; the 
airflow around the nozzle must be suit- 
able for the low rate if flame shape and 
combustion are to be excellent. Small 
burners give the added advantage of fit- 
ting nicely into dog-houses of oil boilers 
and winter air conditioners. Small, light- 
weight burners can be expected to cost 
less, ultimately after in production a while 
if not at first, than larger models, espe- 
cially if widescale use of motors smaller 
than 1/6 hp becomes a factor. The use of 
small models fits the development of di- 
tect-fired water heaters intended especial- 
ly for furnace-heated homes, and lowest- 
Capacity furnaces and boilers for insu- 
lated, modern, low-cost homes. These 
factors are causing many manufacturers 
to plan for special models of small pres- 
sure burners. A typical small burner may 
be powered by a 1/10 to 1/20 hp motor, 
have a one-stage fuel unit for low cost, 
simplicity, and absolute minimum motor- 
load even down to hair-splitting, and be 
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capable of 1.5 or 2.0 gph maximum. Al- 
though it is much more difficult to achieve 
this in smallest models, excellent combus- 
tion, practically equal to that given by the 
best burners of larger size, may be at- 
tained by skillful engineering of the atom- 
izing nozzle and the air-handling parts of 
the burner. Working in these directions, 
one prominent burner manufacturer al- 
ready has announced that by leaving the 
beaten path in developing a pressure noz- 
zle it has produced a burner which is prac- 
tical for half a gph. The trouble in the 
past with nozzles for less than 1.0 gph, 
which was increased greatly in some areas 
by the delivery during the war of domes- 
tic fueloils which clogged nozzles and 
strainers quickly, was that the atomizing 
slots of smallest nozzles plugged frequent- 
ly. This manufacturer declares it has de- 
veloped a unique way to render the .5 
gph nozzle as plug-free as nozzles of twice 
the gph rating. 

Dealers who visited the Philadelphia 
show took pronounced interest in the two 
makes of gun type burners exhibited there 
and designed for oil heavier than No. 3. 
In addition, dealers throughout the coun- 
try are showing interest in using heavier 
than No. 3 oil in homes of medium size 





Midget pressure burner for one-half gph 
minimum firing rate. Nozzle has new and 
unique design intended to make it as clog- 
free as nozzles of twice the gph rating. 
Air-handling, vaned cone at end of gun 
tube has unusually small free-air opening 
for the low firing rate. (Petroleum Heat 
& Power Company) 


and on small commercial installations. 
They have in mind oil too heavy to be 
burned without preheating, and which 
has a per-gallon price sufficiently below 
that of Nos. 2 or 3 oils to provide owner- 
incentive for buying a considerably higher 
priced burner installation for the heavier 
oil. There is a possibility that the post- 





war era in oil heating will have the char- 
acteristic of a great increase in the popu- 
larity of gun type burners for oils so 
heavy as to require the use of preheaters 
and relatively large suction and return 
lines. Perhaps it is needless to relate that 
the well-known models of gun burners 
for heavy oils, such as the two which were 
on view at the Philadelphia show, are 
thoroughly engineered. Included in them 
are many parts and devices painstakingly 
designed and manufactured especially for 
these burners. They bear little resem- 
blance, for example, to the pressure type 
burners made of standard parts but fitted 
with simple electric preheaters, which 
from time to time have been tried experi- 
mentally on oils slightly heavier than or- 
dinarily are sold as Nos. 2 or 3. 


Fuel Units Improve 


Thankful indeed for the improvement 
in oil heating which has resulted in recent 
years from the development of modern 
fuel units, dealers and service men are 
interested now in obtaining the benefits 
of even more improvements. A trend 
towards improvement on three’ scores is 
indicated. First, less shut-off valve trou- 
ble; fewer service calls as the result of 
leaky shut-off valves. Second, less trouble 
with leaky pump glands; fewer calls to 
replace leakyglands: Third, quieter op- 
eration in general and less need to take 
special steps to eliminate pump hum, oil 
line hum, tank hum, throbbing and 
squealing not caused by air leaks, etc. 

Thinking still of the causes of owner 
complaints and service calls, and of radio- 
minded users, dealers also are interested 
in reduced radio interference from igni- 
tion transformers. If the design bent fol- 
lows the pattern of dealer requests, on 
this item also the field trouble may lead 
to a new trend. Perhaps at somewhat 
higher price, the ignition transformer of 
the future may be equipped with built-in 
radio interference eliminators of the spe- 
cial types which advanced dealers now 
add to installations which give this 
trouble. 

To have the combustion control panel 
a part of the burner, eliminating the need 
for the stack control which was standard 
equipment on burner installations for 
many years, is the ambition of more than 
one prominent oilburner manufacturer. 
Objectives are to lower installation costs 
by simplifying the wiring and eliminat- 
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New, compact boiler-burner unit of low 
capacity, and featuring exceptionally fast 
steaming, low stack temperature, and high 
CO,. Fired by integral burner of special 
design. (Harvey-Whipple, Inc.) 


ing the need to run lines to the stack con- 
trol, obtain greater safety from controls 
which operate more rapidly and more 
positively on the new principles of light 
rays or radiant heat rays, and eliminate 
the variable of stack temperature. If 
there will be a trend towards having the 
control panel and ignition transformer 
snugly housed inside the burner, several 
manufacturers can already take pride in 
having gotten the jump on it. 


The development of boiler-burner units 
and furnace type winter air conditioners 
is advancing towards the production of 
even more handsome, easily-installed, 
highly efficient, compact units. Quantity 
production, again, plainly is the ambition 
of the manufacturers of the recently de- 
signed units. Their designs show this un- 
mistakably. Oil burners which are en- 
tirely special, different entirely from the 
conversion burners offered by the same 
manufacturers, have been developed for 
certain furnaces and boilers. The firebox 
problem is receiving serious and detailed 
attention; the modern trend is towards 
eliminating the need for a dealer to build 
a box of refractory material by shipping 
the unit with a built-in, ready-to-fire, com- 
bustion chamber. 


A distinctly new development of sev- 
eral old-line manufacturers of oil heating 
equipment and power boilers lies in what 
one burner dealer describes as “those great 
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big boiler-burner units.” Built in manual 
and automatic models, and for light oil 
and heavy oils, these are offered in low 
and high pressure models for about 30 to 
300 horsepower. Compared to usual 
power plant and large heating boilers 
equipped with commercial or industrial 
oilburners of the types popular in the past, 
these new commercial-industrial boiler- 
burner units are compact, highly efficient, 
and easily and quickly installed at mini- 
mum cost. They represent the harmon- 
ious and efficient blending of a large 
boiler and a commercial-industrial oil- 
burner into one unit. A growing popu- 
larity is predicted in the fields of provid- 
ing heat and high pressure steam for 
hotels, apartment houses, factories, insti- 
tutions, and hospitals. 

In overall, the oil heating industry's 
present trend is towards fewer fantastic 
ideas than were evident in earlier years. 
Dealers and manufacturers alike show 
conscientious devotion to established, 
proved principles. Almost every type of 
oilburner is being groomed gradually but 
surely for more dependable, more nearly 
silent, and more efficient operation on the 
types of fuel oils likely to be available 
from now on. This includes pot-type va- 
porizing burners, wall flame rotaries, 
atomizing vertical rotaries, low pressure 
gun type burners, pressure burners, and 
horizontal rotary cup burners — all of 
them proven types with many staunch ad- 
vocates. Notably lacking from the prod- 
ucts which are typical of the industry’s 
output today are weird, revolutionary, 
new and untried “Boob McNutt” ideas. 
Properly installed and serviced, some of 
the well-known burners offered today do 
especially well in smallest homes, some 
run fuel bills 5% to 20% lower than 
others, and some are especially quiet—but 
the industry as a whole has come to the 
point where the typical home owner can 
buy oilheating equipment with assurance, 
for among the products offered today 
there are practically none which won't 
work well for years and years. 
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Capt. E. A. Verpillot, USNR, was ap- 
pointed deputy expediter in charge of the 
Office of Production and Supply for the 
National Housing Administration. He 
will work with Rear Adm. Kirby Smith, 
USNR, general deputy expediter, and 
will have charge of the production end. 


Control Prices Raised 


MANUFACTURERS AND RESELLERS of auto- 
matic electric temperature controls for 
heating, air conditioning and refrigera- 
tion today were authorized by the Office 
of Price Administration to raise their 
prices 20.8 per cent over their October 1, 
1941, prices. 

The action supersedes a five per cent 
increase over October 1, 1941, prices 
granted last October when the industry 
qualified as a reconverting industry. 

The new ceilings, covering advances in 
costs and selling expenses, are expected to 
make possible profits to the industry com- 
parable to those realized in the 1936-1939 
base period. They went into effect May 
24, 1946. 

Approximately 85 per cent of all sales 
of the controls are made to manufacturers 
of other equipment who incorporate the 
controls in, or furnish them with their 
products and who include their cost in 
their selling prices. Sales over the counter 
to consumers are less than one per cent 
of the dollar volume. Therefore no ab- 
sorption by resellers is being required. 
The action today does not cover indus- 
trial process controls. 
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Cast Iron Radiation 
Prices Are Raised 37% 


PROBABLY THE LARGEST increase given to 
any heating product price was announced 
April 30, when OPA permitted manufac- 
turers of cast iron radiation and acces 
sories to raise prices 37% over their prices 
of October 1, 1941. In case a manufac- 
turer did not have a price on that date 
for a particular product, he may not raise 
the price of that item without approval 
from OPA, who will consider the descrip- 
tion of the item, competitive prices in 
1941 for similar products and other fac- 
tors. 

Included are convectors, convector 
radiators, baseboard radiators, bathroom 
radiators and radiators for ventilating 
systems, plus accessories such as bushings, 
nipples, brackets, etc. Wholesalers may 
add to their prices only the net dollar in 
crease they get from factories, without 
any additional mark-up. Retailers (in- 
stallers) may, of course, add their in- 
creased cost plus the same percentage rate 
of mark-up that they add to all other 
costs, 
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Farm Market for Oilheating 


by 


Don Ross* 


K OR TOO LONG A TIME, many people 
have looked at the farm market for 
heating oil and, without much investiga- 
tion, summed it up this way: 

“A market which will never use _ 
oil for heating because so much 
wood, cobs, kindling . . . and even 
coal are all available on the farm 
... or neighboring farms.” 

That kind of reasoning holds about as 
much water as a sieve! True, many farm 
families do have a plentiful supply of 
wood, but the advantages of oil heat far 
outweigh the use of farm-produced fuel 
on the farm. 

If there is anyone who should have de- 
pendable, automatic heat for the home, it 
is the farmer living in the North Central 
States. As a rule, the farmer in this area 
is a livestock farmer and spends endless 
hours a day and night caring for his ani- 
mals. Farming 365 days a year, he gets up 
in the early morning, usually before day- 
light. Seldom does he have the time to 
re-kindle a fire or take out ashes, particu- 
larly in the morning, and his wife is a 
busy woman, with chickens, a large fam- 
ily, and plenty of housework in addition 
to washing milk utensils. Why shouldn’t 
this farmer and his wife appreciate more 
than any other couple the simplicity and 
convenience of oil heat? 

It is quite common for such a farmer 
to get up at any hour of the night to care 
for his livestock. When pigs start coming, 
usually in the late winter, it seems the 
weather is always coldest and the wind 
strongest. A warm house is not only a 
comfort but an absolute necessity. Even if 
a farmer does work up the wood on his 
own farm or neighbor's place, it must be 
hauled, split, dried, stored, handled many 
times, and when it reaches the furnace 
it burns quickly and that means constant 
firing. Coal, whether dug out on a neigh- 
boring farm or right on the home place, 
needs hauling and handling too, and takes 
a lot of the farmer’s time and energy— 
especially since very few farmers can af- 
ford to install mechanical coal handling 
aids—elevators, chutes, etc. 


—_—_—_——— 
* Successful Farming 


You say why not buy coal in town? 
Certainly, city folk buy coal in town, but 
a lot of coal dealers refuse to deliver to 
farm houses . . . most of those who do de- 
liver charge an extra hauling fee for truck- 
ing coal out of town. Coal isn’t the ideal 
fuel for farm heat either. 

But tank trucks deliver tractor fuel, 
greases, and other specialties to every 
farmer in the country who needs such 
products, and this delivery system can 
handle heating oil easily and often. From 
the delivery standpoint alone, the farm 
market is a natural for dealers in oil heat. 

Conditions were never so favorable for 
farm home improvements. Take a look at 
the farmer today. He’s sitting pretty, if 
any man ever did. Here’s his situation: 

1. He has a backlog of over 17 billion 
dollars in savings and holds a lion’s 
share of Government bonds from 
cash he couldn’t spend during war 
years. : 

2. He has a tremendous working capi- 
tal, the highest income in agricul- 
tural history, the lowest mortgage 
total in generations. 

3. Tremendous expansion of REA and 
rural electrification will bring thous 
sands upon thousands of farm fam- 
ilies into reach of electric power for 
their homes in the next five years. 

4. Mechanization is almost standard on 
America’s farms today. 

5. And, in addition, the farmer is tip- 
toeing the mark for a brand new 
schedule of farm home improve- 
ments. 

Better farm living is sweeping the coun- 
try. Recently, Successful Farming con- 
ducted a contest among subscribers to de- 
termine their plans for new farm homes 
and farm home modernization. Important 
facts developed by the survey showed that 
12% of the farmers planning new farm 
homes will heat with oil. 

Also, the Office of Civilian Require- 
ments is authority for the statement that 
there is a demand for 42,000 oil-burning 
water heaters, and farmers, with an 
urgent need for hot water in the home, 
the dairy, the stock tanks, and the poultry 
houses, make up a large percentage of 
this figure. 
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There are plenty of other uses for heat- 
ing oil on the farms in the colder states, 
principally the Upper Mississippi Val- 
ley, including brooders, stoves for kitch- 
ens, farrowing pens, and dairy barns. 

Now’s an opportune time for market- 
ers of heating oil to give more thought to 
the farm market. It’s a natural! 
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German Airconditioning 
Below American Standards 


THE GERMAN AIRCONDITIONING and re- 
frigeration industry is from five to ten 
years short of American standards in the 
field, a three month survey of German in- 
dustrial plants reveals. Methods and ma- 
terials utilized by the Germans are gen- 
erally inferior to those used in America 
and in addition, the scope of the German 
refrigeration and airconditioning activi- 
ties is limited in comparison to services 
offered by manufacturers in this country. 

The report was prepared for the 
United States Army’s Technical Indus- 
trial Intelligence Committee, an advisory 
body to the Joint Chiefs of Staff, by Gun- 
nar Berg, airconditioning and refrigera- 
tion engineer for the Westinghouse Elec- 
tric International Company, New York. 

The Germans had not progressed past 
the experimental stage in airconditioning 
of railway cars, and seldom utilized air- 
conditioning in their factories, even in 
the underground plants which were re- 
sorted to after heavy bombing raids de- 
spoiled surface installations. 

There was no attempt to venture into 
the “packaged” airconditioning field, and 
the Germans had not developed individ- 
ual room airconditioning units. Electric 
water coolers were not manufactured 
either. 

In the report Mr. Berg explained that 
German comfort airconditioning, because 
of the less severe climate, was confined to: 
such. installations as night clubs, theatres. 
and hospitals. The Reichschancellory in 
Berlin was partially airconditioned and’ 
plans had been made to aircondition the 
Reichstag but were abandoned with the 
outbreak of war. 
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James L. Pease of Cincinnati has been 
appointed director of the Prefabrication 
Production Branch of National Housing 
Agency. 
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The Whys and Hows 


by 
Lionel L. Jacobs* 


i... MANY BUSINESSMEN, owners of 
businesses, executives responsible for the 
operation of businesses are unfamiliar 
with the theory and conventions of ac- 
counting, although having a passing 
knowledge of bookkeeping practice and 
as a result they fail to grasp the signifi- 
cance of figures prepared for them. More 
serious still they fail to call for a system 
of accounts devised for the particular 
business in the form that will provide 
them, at frequent intervals, with informa- 
tion without which they are unable to 
adjust their operations, determine price 
and expand or reduce overhead as cir- 
cumstances dictate. . 

In today’s complex economy, business 
operates on a series of adjustments forced 
on it as frequently by causes beyond its 
control as by the effects of its own op- 
erations. 

As a result, the operator of a business 
who does not at all times know what his 
business is doing and why, is like the 
bridge player who not remembering the 
cards played is uncertain as to the value 
of some card on which the loss or win- 
ning of the game may depend. 

The keener the competition, the closer 
the spread between income and expense, 
the more important this knowledge be- 
comes. 

It can happen that a business running 
along apparently successfully on wide 
margins can get into difficulties from 
which it is unable to recover because un- 
der rapidly changing outside conditions 
it lacks the knowledge of its own opera- 
tions required to make the quick adjust- 
ment to the new conditions. 

And, this inability to adjust results as 
often as not, as much from lack of efhi- 
ciency of the personnel—their state of 


* Jacobs is president of Automatic Heat, 
Inc., Philadelphia, a former oilburner manu- 
facturer and president of the Oil Burner Insti- 
tute, chairman of the Atlantic Coast Oil Con- 
ference. He has, in his present business, an 
excellent accounting system and has been asked 
to explain some of its features in a series of 
articles, of which this is the first. 
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Modern Dealer Accounting 


of Record Keeping and Analysis for Control 


mind due to haphazard operating meth- - 


ods—as from the inability of the operator 
to determine sound policies. 


Only a business that does what it is do- 
ing because it knows what will result can 
hope to weather the storms ahead. 

In this regard the importance of trends 
disclosed by comparison of accounts at 
different dates is quite considerable. Al- 
lowance for seasonal and similar variation 
must be made in such comparisons. 

The most reliable are, of course, the fig- 
ures for fiscal year ends, but from an 
operating angle the interval is too long 
for a dealer who must, therefore, in com- 
paring monthly figures determine wheth- 
er variations are normal or otherwise. 

The accounts of a business work for- 
ward from a single item to a record of 
many items, the relating of these items 
to one another and finally a summary of 
all the items collected in groups to form 
a conventional pattern. 

It is the method of grouping and the 
determination of what group any item 
should be included in that is important 
in laying out our plan of accounting. 

It is not possible, of course, in the few 
thousand words available for an article of 
this nature to attempt a course in ac- 
countancy and so it would seem best to 
work backwards from the conventional 
pattern to the groups and examine as we 
go what information can be provided and 
what we can do with it. 

And, so we start with: 

The Balance Sheet—the pride and joy 
of the accountant, to many business men 
is merely an instrument for obtaining 
credit. 

Actually, to most businesses the Bal- 
ance Sheet is the least important part of 
the accounts, being in effect, the table of 
contents to all of the rest of the account- 
ing procedure. 

Nevertheless, there are facts and trends 
shown by the balance sheet, of importance 
to every operator, that do not appear else- 
where. 

A volume could be written on the ex- 
amination of a Balance Sheet and the 
information to be found in, and frequent- 
ly omitted from it. 


It will suffice for our purposes to high- 
light the items of most importance to the 
operator of a dealership. Figure 1 is a 
balance sheet of conventional type. 

Current Assets and Current Liabili- 
ties:—The ratio of Current Assets to 
Current Liabilities is an important indi- 
cation of the available working capital 
and the ability to make purchases and 
commitments. A ratio of 2:1 it usually 
considered adequate. 

To an outsider examining the Balance 
Sheet for purposes of credit or invest- 
ment, the cold facts represent a good or 
bad ratio and the value of such ratio de- 
pends greatly on 

(a) how good are accounts receivable 

(b) how current the inventory is. 

The operator of a business, while con- 
cerned to make a good showing, depends 
more for information about his cash po- 
sition on a cash budget which he makes 
up early in every month showing what 
expenses and account must be paid during 
the month and what income he can con- 
servatively depend on. Figure 2 shows 
how a cash budget may look. 

These fundamental procedures apply 
to the cash budget— 

(1) Be sure to include all expenditures 
that MUST be met in one column, 
those that can be deferred in an- 
other. 

(2) No matter how optimistic you 
may have been about your Ac 
counts Receivable in the Balance 
Sheet, when you come to the cash 
budget include only that income 
on which you can depend. The 
cash budget has an excellent qual- 
ity of forcing the collection of 
slow Receivables. [While the 
ratio of Current Assets to Cur- 
rent Liabilities is a measure of the 
available working caiptal, this 
ratio alone does not tell the story. 
It should be supplemented by what 
is frequently spoken of as an acid 
test ratio, namely the ratio of cash 
and net Receivables to Current 
Liabilities, usually an Acid Test 
Ratio of at least 1 to 1 is consid- 
ered essential. } 
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Figure 1 Balance Sheet 
MARCH 31, 1946 
ASSETS LIABILITIES 
CURRENT ASSETS 
Cash on Hand and in Bank $ 7,923.34 CURRENT LIABILITIES 
— Receivable $57,339.71 Sundry Accounts Payable $40,910.45 
ess Reserve for Bad Due Salesmen 1,732.85 
Debts 750.00 56,589.71 Appliance Deposits ss 1,095.50 
: Heating Equipment Deposits 18,190.82 
— sg en 5,300.00 Notes Receivable Discounted 5,000.00 
POay SECRET ES FO SER Reserve for Misc. Payroll Taxes 3,006.19 
payment 1945 Unemploy- 
ment Compensation Tax 761.00 TOTAL CURRENT LIABILITIES $ 69,935.91 
Inventories 38,258.65 
TOTAL CURRENT ASSETS $108,832.70 DEFERRED LIABILITIES 
Miscellaneous Operating Reserve 1,752.96 
FIXED ASSETS Notes Payable—Officers 10,140.90 
Machinery and Tools 245.00 ’ 
acre nie is rl 2,325.11 TOTAL DEFERRED LIABILITIES 11,893.86 
Less Reserve for De- 
preciation 941.62 1,383.49 CAPITAL 
ee Common Stock—Class A $100,000.00 
neulation Slowing Mav Comon Stock—Class B 20,000.00 
chines 1,450.00 $120. 000 00 
Less Reserve for De- pat on 
preciation 497.50 952.50 Less Unissued 90,000.00 $30,000.00 
Demonstration Equipment 619.00 SURPLUS 
TOTAL FIXED ASSETS 3,199.99 At May 31, 1945 $ 2,601.45 
June, 1945 1,063.36* 
July, 1945 755.96* 
perennen RANGES August, 1945 577.07* 
Prepaid Insurance 415.58 September. 1945 2,863.83 
Miscellaneous Prepaid Expense 551.72 Cie 1945 541.82 
November, 1945 1,727.60 
TOTAL DEFERRED CHARGES 967.30 December, 1945 235.97 
January, 1946 3,672.11 
OTHER ASSETS February, 1946 1,777.27 
Goodwill 4,196.10 March, 1946 910.20 3,604.75 6,206.20 
Miscellaneous Assets 784.88 
Sales Promotion Reserve 55.00 NET WORTH 36,206.20 
TOTAL OTHER ASSETS 5,035.98 TOTAL LIABILITIES $118,035.97 
TOTAL ASSETS $118,035.97 * Deficit 
Accounts Receivable: — The figure 
stated for Accounts Receivable is the sum 
of the Accounts Receivable according to Figure 2 Cash Budget 
the books. No true picture of its cash 
’ December 
value can be seen unless an ageing state- 
ment is examined. At best the Reserve ai wiaceoeeiael 
for Bad Debts is a guess at the probable Deferable 
amount uncollectible. 12/4 Cash in Banks $12,500.00 Fuel Oil $27,500.00 
2,000.00 bid cin etc. 8,000.00 
A : as alaries, etc. 3,500.00 
monthly Accounts Receivable and $14,500.00 Taxes 1000.00 
Collection statement as shown in Figure Nov. 30 A/C Rec. Jones 575.00 
3 is a most useful tool, as much for the $13,000—75% i br ibs at Co. hes 
: ‘ urners $12,000—60 ,200.00 elephone . 
effect be has on the Accounting Depart- Service Contracts & COD. 700.00 Electricity 135.00 
ment in making it up as for the informa- Modernizations $4,000—50% 2,000.00 — oanmuiia 425.00 
: ° ‘ . ase 4 
tion it gives to the operator of the busi- — P. W. @& L. 721.00 
ness. It is of considerable assistance in Oil (say 500 M) $35,000 Bow Mfg. Co. . 1,876.00 
Preparing the cash budget to know the —30% $10,500.00 wai. Bk. Bal 5 pote 
. : ; Burners $8,000—40% 3,200.00 Sanches i ge 
time required for the collection of Re- Service Contracts $1,500 urplus 2,583.00 
ceivables. C.0.D. $1,500 $51,650.00 
: $3,000—100% 3,000.00 
Inventory: —The Balance Sheet is Modernization $2,500—33 1/3% 800.00 
probably the only opportunity provided pee 
to appreciate the amount of working capi- et 
tal tied up in goods. 
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Fig. 3 
CASH ASSETS 
Sales During Month 


COLLECTIONS 


ACCOUNTS RECEIVABLE 


Misc. Fuel- 
Heating Oil 
Current $3,434.67 $2,862.59 §$ 
30 Days 1,683.78 554.68 
60 Days 798.06 149.97 
Over 60 Days 2,128.54 361.18 


Accounts Receivable and Collection 
JULY, 1945 


Accounts Receivable Brought Forward .. 


icone PCOHINS Sos 5 655. 80550 58 RSs 
PEI Gs wae Wen oe de hx tos 


Bee Below for TPCCAN 25 6 oe Sees eee ees oe 


Accounts Receivable Aged by Sales Dates 


Statement 
Re es eg a ea $22,193.13 
ESR SAORI cig Amado 25,705.87 
$47,899.00 100.00 
gi dhe’ s sero ers welaly eee $ 9,888.09 44.55 
SO RAE eres Ox uae 8,885.78 34.56 
$18,773.87 39.20 
Biota aan batouniacs eoeeAE $29,125.13 60.80 
Insula- Insul- —_— Replace- 
tion Mastic ment Sales Total 
635.28 $ 5,372.50 $12,305.04 
163.68 4,600.00 7,002.14 
154.67 2,515.00 3,617.70 
936.09 2,661.84 $112.60 6,200.25 





$8,045.05 $3,928.42 $1,889.72 


Accounts Receivable Aged 


$15,149.34 $112.60 $29,125,13 


by Due Dates 








Misc. Fuel- Insula- Insul- _Replace- 

Heating oil tion Mastic ment Sales Total 
Not Due $5,320.65 $2,860.59 $1,016.15 $ 9,055.84 $18,253.23 
Current 1,006.66 554.68 171.33 2,800.00 4,532.67 
30 Days 392.47 149.97 8.00 1,165.00 1,715.44 
60 Days 886.21 56.52 8.00 950.73 
Over 60 Days 439.06 306.66 686.24 2,128.50 $112.60 3,673.06 

$8,045.05 $3,928.42 $1,889.72 $15,149.34 $112.60 $29,125.13 








The ratio of Net Worth to Inventories 
will show whether or not an excessive 
proportion of the capital is represented 
in Inventories. A ratio of 2 to 1 or better 
is apparently safe, but here again seasonal 
and other factors must be given due con- 
sideration. 


Fixed Assets:—Little need be said of 
Fixed Assets in an article of this nature 
except to remember that depreciation is 
only a measure of obsolescence and a 
means of removing Assets from the ac- 
counts when worn out or used up. De- 
preciation is not a fund for replacement. 


Reserves — Advances — Deferred 
Charges:—Reserves frequently appear in 
Balance Sheets where deferred charges 
would better express the items concerned. 
There is a fundamental difference be- 
tween a reserve and a deferred charge, 
thus earnings set aside for service guaran- 
tees is a reserve, whereas, prepaid in- 
surance or advances to salesmen are de- 
ferred charges in the form of Assets, and 
deposits on contracts are current liabili- 
ties. 

Advances to salesmen should be ex- 
amined continually to determine that that 
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part not covered by unfilled orders is cov- 
ered by a commission reserve set up 
monthly against which it can be offset at 
the end of the fiscal year without affect- 
ing the profit picture. The excess of such 
reserve, if any, can then be transferred 
to P. & L. to improve the position. 

_ Nothing is more upsetting to the own- 
ers of a business than to have an expected 
profit disappear as a result of such charges. 

Of course, in addition to providing for 
the wiping out of such deferred charges 
frequent examination will enable ill ad- 
vised advances to be stopped before they 
damage the business. 

Net Worth: Is the excess of the value 
of the Assets of a business over its liabili- 
ties. 

In examining a Balance Sheet several 
ratios give valuable information— 

Ratio of Net Worth to Indebtedness 
shows the amount of investment avail- 
able to protect the liabilities. Something 
over 2 to 1 would seem satisfactory. 

Ratio of Net Worth to Fixed Assets 
will indicate if Fixed Assets are unduly 
reducing working capital. Between 1.5 
and 2 to 1 would be safe. 


Ratio of Net Worth to Inventories 
as previously noted indicates whether 
or not too much of the capital is repre- 
sented by Inventories. Here again a 
ratio of 2 to 1 or better appears to be 
satisfactory. 

In the foregoing we have examined the 
Balance Sheet solely from an operating 
angle. 


Unusual Deposit Liability 


In connection with the Balance Sheet 
shown (fig. 1) it would appear that all 
of the Net Worth is tied up in Inventory, 
however, the situation is unusual to the 
extent that the excess of Inventory is 
covered by deposits on contracts and as 
these contracts are completed the Inven- 
tory will be converted into cash and the 
deposit liability will be reduced. 

From the acid test ratio of better than 
1 to 1 the ratio of Current Assets to Cur- 
rent Liabilities of better than 1/4 to 1 it 
can be seen that the cash position is not 
seriously prejudiced by the excessive in- 
ventory, providing, of course, there is 
no undue delay in liquidating the inven- 
tory. 

In the next article we will proceed to 
the Operating Statement and what it tells 
us. 


© 
CPA Asks Voluntary 


Rationing of Copper 
VOLUNTARY RATIONING of copper and 
copper products was requested by the 
Civilian Production Administration in a 
statement of policy issued to copper pro- 
ducers and fabricators as well as copper 
and brass warehouses. This action is nec- 
essary, CPA said, because production has 
been severely affected by strikes at the 
mines and refineries in addition to the 
cumulative effects of the coal strike. 
Mine and smelter production have 
dropped more than 50 per cent; brass 
mill production has been reduced to 15 
per cent of capacity; copper wire mills to 
25 per cent and copper rod mills to 40 
per cent of capacity, the agency disclosed. 
In the policy statement, Frank H. 
Hayes, Director of CPA’s Metals and 
Minerals Division requested the copper 
industry, brass mill and wire mill ware- 
houses to adopt the same rationing system 
“during the present emergency” that was 
used by the steel warehouses during the 
steel strike. 


June 


1946 





“W 
was 
line 
fuel 
I di 
t) | 
ing 
tior 
3) | 
it i 


ade 


arti 
an 
ed. 
for 
ste] 
dur 
our 
like 
dist 
cou 
of 

wh 


abc 
tod 


ind 
thi 


suk 


out 
00 
ber 
the 
tha 


tories 
nether 
repre- 
‘ain a 

to be 


od the 


rating 


Sheet 
at all 
itory, 
0 the 
ry is 
nd as 
nven- 


d the 


than 
Cur- 
> 1 it 
s not 
e ine 
re is 
1ven- 


>d to 
tells 


per 
and 
the 
in a 
pro- 
pper 
nec- 
1 has 
- the 
the 


have 
yrass 
ee 
ls to 
> 40 
sed. 


and 
pper 
are: 
stem 
was 


the 





Oil Delivery Controls 


Second of a series on Fueloil Handling in Suburban New York 


By 
H. M. Spade* 


I. THE FIRST ARTICLE of this series, 
“We're Not in the Oil Business,” which 
was published in the April issue, I out- 
lined our company’s basic philosophy of 
fueloil marketing. You may recall that 
I divided this into three simple brackets: 
t) Develop a very clear plan before start- 
ing operation; 2) Put the plan in opera- 
tion as effectively and forcibly as possible; 
3) Check and control the plan to be sure 
it is working by having continuous and 
adequate records. 

In promising to write this: series of 
articles my original thought was to follow 
an outline similar to the three points list- 
ed. Now I seem to have changed my mind 
for the reason that a description of the 
steps we took to improve our operation 
during the years of the development of 
our business before the war would read 
like ancient history today. Any fueloil 
distributor reading prewar material 
could pass it by as belonging to a period 
of different operating conditions from 
what we have today and rightly so. 

It would seem more practical to write 
about a few of the things we are doing 
today in ways I believe are different from 
a number of the other companies in the 
industry. I can think of three specific 
things and will plan to make each the 
subject of a relatively short article in fu- 
ture issues. In one article I will describe 
our five new fueloil trucks, each with 2,- 
000 gallons capacity and quite a num- 
ber of unusual features worked out with 
the manufacturer during several weeks 
that I practically slept in his plant. 

Another article will be on our Degree- 
Day system which has been developed to 
compensate for summer hot water, and 
the third will be a story of Service Re- 
corders which we use on both oil trucks 
and oilburner trucks to accurately iden- 
tify all of their time during the day, so 
that we can analyze to better advantage 
the functioning of all outside work. 

For the present installment I want to 
describe a few of the things we learned 





*Manager Oilheating Division, Robison Oil 
Co., Hartsdale, N. Y. 
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by policing our own activities and which 
are so basic in nature that they will affect 
all of our future planning. 

The five charts were developed from a 
thorough study of our operations in four 
years, 1938-1941, inclusive, and while I 
am not going to describe any of the pre- 
war methods used, yet the results from 
the methods are of some interest. We re- 
duced our total cost of delivering fueloil 
from .66¢ in 1938 to .52¢ in 1941, even 
though during that period general busi- 
ness costs were rising. We know that 
these cost figures are not spectacularly 
low and that some companies can show 
lower ones, but I believe they are good 
for the conditions under which we were 
operating. 

We had an excessive number of trucks 
with consequently too high carrying 
charges, due to the fact that in 1937 we 
stopped getting our oil from a bulkplant 
in Mt. Vernon and built our own plant 
at Hastings, which was six miles near- 
er to our center of deliveries. When 
you consider that we operate within an 
eight mile radius from the center you 


can see that the elimination of this six 
mile excessive haul reduced our truck re- 
quirements considerably. 

Our total gallonage increased from 
four million in 1938 to five and a half 
million in 1941, thus absorbing some of 
the excess truck facilities. 

Chart No. 1 shows the effect of sea- 
sonal variation on delivery costs. Every 
fueloil distributor has a few months in the 
year when his costs per gallon are so high 
that he would fare better financially if he 
could close up shop for those months and 
go fishing. Unfortunately, some people 
must get oil in the summer so he has to 
keep the doors open. Notice that this 
chart does not refer to the total cost of 
doing business but simply to delivery costs 
per gallon. Of course, one reason for the 
excessive summer cost in our figures is 
that the carrying charges on the trucks 
are distributed evenly by months, and this 
makes them extra high when few gallons 
are being delivered. 

This is not, however, the whole story 
on high summer cost, because drivers’ 
wages per gallon also go up sharply in 
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CHART No. 1 — 
SEASONAL VARIATION IN TOTAL 
DELIVERY COST PER GALLON 
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the summer. An average of the four 
years studied showed driver wages at .16¢ 
per gallon in the heavy winter months 
and rising to a peak of .22¢ in August. 
The obvious answer to cutting high sum- 
mer cost is to get more accounts on auto- 
matic delivery, keep-filled basis. Notice 
in the chart that in each of the three years 
after 1938 we improved our summer con- 
dition and this was quite a help in bring- 
ing down our total costs, and increase 
summer consumption for making domes- 
tic hot water by selling the equipment. 

The next four charts show the effect 
of some operating condition on total de- 
livery costs. Any child would know in 
general that it would cost less on larger 
drops or that large trucks can save time, 
but until you have charted these things 
on your own operation, it will be hard for 
you to make decisions, for you will not 
know the relative importance of the var- 
ious factors in your own type of market. 

For example: an attempt to get high 
concentration of accounts on domestic 
heating oil in Memphis, Tenn., would be 
an entirely different consideration from 
trying to get it where we operate or per- 
haps in New England where so many peo- 
ple use oil that concentration is possible, 
if you are willing to spend enough to get 
it. None of the four factors measured on 
the charts No. 2 to No. 5, inclusive is com- 
plete in itself. 

For example, on chart No. 2 where we 
show the effect of the size of drop on total 
delivery costs this calculation would be 
exact only if all other conditions were 
equal. However, assuming that all other 
conditions are equal in each instance rep- 
resented by a dot on the chart, it is im- 
portant for you to know that a 400 gallon 
drop costs .44¢ per gallon, while a 200 
gallon drop costs .70¢ per gallon. 

We have had the peculiar situation of 
finding our average drop size getting 
smaller year after year instead of larger 
as we would like to have it. In 1938 our 
average drop was 306 gallons and by 
1941 it had dropped to 265 gallons. This 
was due to the fact that more smaller 
homes were being built in Westchester 
County and that oilheating was becom- 
ing popular with people of lower incomes, 
with the result that we were getting a lot 
of 275-gallon tanks. If an individual op- 
erator in any market has enough records 
on his operation to be able to make a chart 
like No. 2, he will then be able to figure 
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out just how much it is worth to him for 
his customers to have larger tanks. In 
other words how much would he save in 
five years (which is probably as long as he 
should safely count on keeping a cus- 
tomer) if he could make 400 gallon 
drops instead of 200. Perhaps he could 
afford to subsidize larger tanks in some 
instances. 

Chart No. 3 shows our experience with 
trucks of different sizes. In our fleet be- 
fore the war we had four sizes of trucks: 
600 gallon; 1,000 gallon; 1,400 gallon; 
and 2,000 gallon. If we assume that all 
other conditions were equal, the chart 
clearly shows that the largest size is the 
most economical. For example, with 2,- 
000 gallon trucks our average total deliv- 
ery cost was .43¢ a gallon, while with the 
600 gallon trucks, average cost was .70¢. 


It is true that the largest trucks had an 
advantage in size of drops, for we used 
them generally in the large home neigh- 
borhoods, but even discounting this fac- 
tor there is no question but that in our 
area, 2,000 gallon trucks are best for gen- 
eral purposes. Since the war we have 
bought only five trucks and those were 
all of the 2,000 gallon size. 

Chart No. 4 reflects the factor that is 
most basic of all in our thinking. In the 
April issue article, we pointed out that 
no reasonable sales expense was too high 
if it brought us concentration of accounts. 
We also showed that our 2,500 oil ac- 
counts, are within an eight mile radius of 
our center. 

The best measure of account concentra- 
tion is the number of gallons delivered per 
mile of truck operation. The various dots 
on this chart show the gallons delivered 
per mile for an individual truck during a 
year, or perhaps the four-year average on 
some of the trucks. It is interesting to 
notice that after we got above 70 gallons 
per mile there was very little further drop 
in costs, but that the costs went up quite 
rapidly after you fall below 60 gallons 
per mile. Notice that in our operation, at 
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60 gallons per mile the cost is .46¢ per 
gallon while at 30 gallons per mile it is 
.75¢ per gallon. I think you can see why 
we spend rather heavily to get as many 
accounts as possible within a short operat- 
ing radius. 

The fifth chart shows why it paid to 
hold down our total number of trucks 
and keep each truck constantly on the 
job. Again remember that the curve on 
this chart assumes that all other condi- 
tions are equal which naturally they never 
are. One of our trucks delivered over 
1,100,000 gallons in a year and the total 
delivery cost of the oil handled by that 
truck was .39¢ per gallon. This estab- 
lished the top point of the curve. Notice 
that where the curve crosses the 400,000 
gallon per year line the total delivery cost 
is .67¢ per gallon. 

Any of these charts are useful only in 
helping to reach a decision involving the 
particular point they cover. In case that 
sounds rather obvious, what I’m trying to 
say is that no one of them is important 
enough in itself to be conclusive without 
considering other factors such as those on 
the other charts. 

In general, however, they are conclu- 
sive enough to have convinced us to try 
and get the »*most gallonage out of each 
truck in a year, to buy in future 2,000 
gallon trucks, to make minor concessions 
to get larger tanks installed, to spend 
more than the average company is willing 
to spend on sales expense, to get our cus- 
tomers concentrated, and to get our deliv- 
eries as automatic as possible to cut down 
our summer delivery costs, although we 
recognize that automatic deliveries also 
reduce year ‘round costs. 
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Robert K. Thulman has been trans- 
ferred from the Federal Housing Ad- 
ministration to the National Housing 
Agency, where he becomes chief of the 
Mechanical Engineering Section of the 
Technical Division. 


O. J. Richardson has been appointed 
industrial manager of the Brown Instru- 
ment Div., Minneapolis-Honeywell Reg- 
ulator Co. at Detroit, having been 10 
years with the Company. 


Alden J. Ritter, recently a captain in 
the Army Air Corps, has joined the staff 
of the Research and Development Labo- 
ratory of the C. A. Olsen Mfg. Co. 
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New Housing 


Avusosr 350,000 dwelling units were 
authorized for construction with priori- 
ties assistance under the veterans’ emer- 
gency housing program during the period 
from January 15 through April 26, the 
Civilian Production Administration and 
the National Housing Agency reported. 
The exact number of units was 349,438. 

Of this total, priorities assistance was 
granted for 292,295 units to be built for 
sale and 91,281 to be built for rent. (Some 
units are listed as either for rent or for 
sale, and are therefore counted in both 
classifications. ) 

Authorization for priorities assistance 
to obtain 18 scarce building materials for 
the veterans’ housing program are grant- 
ed under Priorities Regulation 33 by the 
local offices of the Federal Housing Ad- 
ministration, acting as agent for CPA. 
The materials on which HH (housing) 
ratings now apply are: lumber, hardwood 
flooring, millwork, construction plywood, 
gypsum board and lath, building board 
(except hardboard), cast iron radiation, 
cast iron soil pipe and fittings, structural 
clay tile, common and face brick, concrete 
blocks, clay sewer pipe, bathtubs, warm- 
air furnaces and prefabricated houses, 
sections and panels. 

Within the totals approved, 36.1 per 
cent of the sale units authorized with 
priorities assistance are to sell for $6,500 
or less, and 48.1 per cent of the rental 
units are to rent for $50 a month (shelter 
rent) or less. 

It was pointed out that most of these 
approval actions were taken by FHA be- 
fore National Housing Expediter Wilson 
W. Wyatt issued the channeling order 
establishing the “dividing line” technique 
by which emphasis is placed on giving the 
major portion of priorities assistance to 
houses selling for not more than $6,000 
or renting for not more than $50 per 
month. Under the operations of the chan- 
neling order a “dividing line” price and 
rental is set for each district after con- 
sultations in the locality, and 50 per cent 
of all FHA approvals must fall below that 
line. 

As of April 26, 30.6 percent of the 
rental units authorized under the program 
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were scheduled to rent for less than $40 
a unit, 17.5 percent for between $40 and 
$49, and the remaining 51.9 percent over 
$50. The channeling order, which went 
into effect May 1, is expected to result 
in the construction of more rental units 
and a higher percentage in low rent 
ranges. 

As of the same date, 15 percent of the 
homes for sale were scheduled at less than 
$4500, 21 percent between $4500 and 
$6500, 32 percent between $6500 and 
$8500, and 32 percent over $8500. The 
channeling order is expected to bring 
more of the units in the low price range. 
Under the order, 50 percent of the units 
for both sale and rent must be priced be- 
low a dividing line that varies by regions. 

The use of premium payments to ex- 
pand production of scarce building 
materials will fall within three general 
categories. 

Such payments will be used (1) to de- 
fray the extra cost involved in expanding 
production from currently operating 
plants beyond the normal optimum limits; 
(2) to help defray costs of reopening 
plants closed during the war; (3) to draw 
in the output of certain high-cost plants 
which were subsidized during the war but 
have since ceased operation. 

Mr. Wyatt, who also is administrator 
of the National Housing Agency, char- 
acterized the provision of $400,000,000 
for premium payments as a vitally needed 
means to break the bottleneck in mate- 
rials and thus speed the Veterans Emer- 
gency Housing Program toward its goal 
of getting 2,700,000 low and medium cost 
homes and apartments for veterans under 
construction by the end of next year. 

Since passage of the Act, also known 
as the Patman Act, consultants repre- 
senting six industries producing critical- 
ly short materials have been called to 
Washington to help draft proposals for 
the use of premium payments. Industries 
represented include brick, gypsum paper 
liner, cast iron soil pipe, roofing materials, 
peeler logs for plywood and pig iron. 

Three direct steps to boost production 
of lumber for Veterans Housing by more 
than a billion feet in 1946-47 have been 
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taken by the National Housing Agency, 
in a joint move with the Department of 
Agriculture. 

It is expected that between 250 and 300 
million board feet will be produced be- 
yond previous estimates for 1946 as a 
direct result of these steps, that between 
650 and 800 million board feet will be 
added to next year’s output, and that ad- 
ditional millions of board feet will go into 
housing that otherwise might be diverted 
into other uses. 

The three actions for stimulated pro- 
duction are: 

1. Building of access roads to out-of- 
the-way government timber stands. The 
new roads are expected to add at least 100 
million board feet to this year’s produc: 
tion and 500 to 600 million board feet 
next year. 

2. Selection by the Department of 
Agriculture’s U. S. Forest Service, from 
tie bidders in the sale of national forest 
timber, of those bidders whose output will 
result in maximum production of mate- 
rials needed for the housing and reconver- 
sion program. With price ceilings, every 
sale ordinarily results in tie bids—and the 
Forest Service already has instituted a sys- 
ten of selection among tie bidders where- 
by the housing and reconversion program 
is given primary consideration. 

3. Agreement by the U. S. Forest Ser- 
vice to “overcut” timber beyond normal 
yield for an emergency period in certain 
localities of the South and West, as was 
done during the war. This will result in 
added production of 150 to 200 million 
board feet a year, it is believed. 

Price increases granted by the OPA 
since the Housing Program was an- 
nounced include a 12 percent boost for 
warm air furnaces; a $4.60 increase per 
thousand board feet for Western Pine 
lumber; a 20 percent in cast iron radia’ 
tion; a 14 percent increase in low pressure 
steel boilers; a 10 to 20 percent increase 
in valves and fittings; an eight percent in- 
crease in Appalachian hardwood lumber; 
an 11.4 per cent increase in Douglas Fir 
open window sash; a 28 percent increase 
in Douglas Fir doors, and a 20 percent 
increase in plywood. 

The provision in the Order which for’ 
bids the delivery of materials by anyone 
who has reason to believe they will be 
used in work prohibited by the order does 
not impose on the supplier an obligation 
to investigate his customer's intentions, 
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Actual tesis show that the good oil 
fired water heater is ideal for satisfac- 
tion and economy. It will provide 
ample supplies of hot water at remark- 
ably low fuel cost. 


This makes a fine sales proposition 
—which is even better if the water 
heaters are equipped with ‘Detroit’ 
Float Valves. 


These valves automatically compen- 
sate for fuel flow variations due to oil 
temperature changes—may be adjusted 
to different grades of fuel—have hard- 
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ened steel safety trip mechanism—are 
easily regulated by the user for de- 
sired water temperature. 


The power element automatically 
regulates the burner to keep water 
hot. It is a “fail safe’’ element—in case 
of damaged element, the burner goes 
to low fire. 


These valves are simple—have few 
parits—are easy to clean and service. 


Look for ‘Detroit’ Float Valves on the 
heater you sell—they are evidence of 
a quality product. 








DeETRO IT Lu BRICATOR OMPANY (Cereral Offices: 5900 TRUMBULL AVENUE 


DETROIT 8, MICHIGAN 


Division of American Rapiator & Standard Sanitary corporation 







“Detroit” Heating and Refrigeration Controls @ Engine Safety Controls @ Safety Float Valves and Oil Burner 


"U Canadian Representatives — RAILWAY AND ENGINEERING SPECIALTIES LIMITED, MONTREAL, TORONTO, WINNIPEG 
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the Civilian Production Administration 
said today. This was contained in Inter- 
pretation 2 to VHP-1. 

In the absence of information to the 
contrary the supplier may rely on the 
builder to get an authorization for the job 
if authorization is required. 

The Federal Housing Administration, 
as the result of new amendments to the 
National Housing Act, is expected to in- 
sure mortgages on a sizeable proportion 


of the dwelling units to be constructed. 

Congress, in passing legislation to stim- 
ulate veterans’ home construction, has re- 
stored Title VI of the National Housing 
Act to operation by adding $1,000,000,- 
000 to the FHA’s authorization for insur- 
ing home-mortgage loans made by lend- 
ing institutions under this title. The 
President may increase the amount by an- 
other $1,000,000,000. FHA’s operations 
under the $1,800,000,000 war-time Title 
VI authorization were terminated last 
September. 

Under Title VI as amended the FHA 
may insure mortgage loans up to 90% of 
the “necessary current cost” of the prop- 
erty involved including land. Use of nec- 
essary cost as the basis for determining 
the mortgage amount distinguishes Title 
VI insurance from the FHA’s regular 
Title II operations under which long-term 
“appraised value” on “economically 
sound” projects determines the loan 
amount. The difference will make it pos- 
sible for the time being to insure loans 
even though necessary costs may be out of 
line with estimates of long-term value. 


“Necessary current cost” is interpret- 
ed to include FHA’s estimate of typical 
costs of construction and of land, a rea- 
sonable allowance for builders’ overhead 
and profit, and maximum allowable fees 
such as appraisal and inspection fees and 
initial service charges. 

The legislation also increases the 
amount of an individual loan which the 
FHA may insure, thus recognizing the 
higher building costs which are being ex- 
perienced in most parts of the country. 
The former limitation of $5,400 for an in- 
sured mortgage loan on a single-family 
house may be raised to as high as $8,100 
by the FHA Commissioner if he finds it 
not feasible for dwellings to be construct- 
ed in a particular area at a lower amount 
without sacrifice of sound standards. 
Comparable flexibility is provided for 
mortgage amounts on two, three, and 
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four-family dwellings. On two-family 
dwellings the amount may be raised from 
$7,500 to $12,500, on three-family from 
$9,500 to $15,750, and on four-family 
from $12,000 to $18,000. 

In granting insurance on homes con- 
structed under the provisions of Title VI 
the FHA will observe the same minimum 
property requirements and construction 
standards which have been used in opera- 
tions under Title II of the Act. This will 
contribute toward protecting veterans 
from acquiring homes of inferior quality 
in short-lived neighborhoods. 
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District Construction 


Offices Announced by CPA 


THE CIVILIAN PRODUCTION Administra- 
tion has released the addresses of its 71 
District Construction Offices. This list 
supersedes previous announcements of of- 
fice addresses, which were incomplete in 
some instances as not all of CPA’s District 
Construction Managers had then secured 
office space for their newly established or- 
ganizations. 

These District Construction Offices of 
the Civilian Production Administration 
have one function only, which is the han- 
dling of applications under Veterans’ 
Housing Program Order 1 for non-hous- 
ing construction activities in their areas, 
with the exception of farm construction 
work. 

Queries and applications having to do 
with urban housing—non-veteran as well 
as veteran—are handled by the local Fed- 
eral Housing Administration offices; mat- 
ters dealing with farm housing or other 
farm construction jobs are handled by the 
County Agricultural Conservation Com- 
mittees, CPA officials explained. 

Questions on matters over which the 
Civilian Production Administration has 
authority, other than on construction, 
should be taken up directly with the 
C P A, Social Security Building, Wash- 
ington, D. C. These questions cannot be 
handled in the field Construction Offices, 
which are established only to deal with 
matters relative to non-housing construc- 
tion under the construction control order, 
Veterans’ Housing Program Order 1. 


C P A DISTRICT CONSTRUCTION 
OFFICES 


Region 1—(Maine, Vermont, Rhode 








Island, New Hampshire, Massachusetts, 
Connecticut.) 


Hartford, Conn., 115 Broad St. 
Bangor, Maine, 8 Harlow St. 

Boston, Mass., 40 Broad St. 
Springfield, Mass., 1597 Main St. 
Manchester, N. H., 814 Elm St. 
Providence, R. I.,'75 Westminister St. 
Burlington, Vt., 209 College St. 


Region 2—(New York, New Jersey, 
Maryland, Pennsylvania, Delaware, Dis- 
trict of Columbia including Arlington & 
Fairfax Counties, Virginia.- 

Wilmington, Del., 301 Pennsylvania 
Office Bldg. 

Washington, D. C., Room 2051 Social 
Security Bldg. 

Baltimore, Md., 1106 N. Charles St. 

Camden, N. J., Post Office Bldg., 4th @ 
Market Sts. ‘ ; 

Newark, N. J., 20 Washington PI. 

Albany, N. Y., 112 State St. 

Buffalo, N. Y., 1132 Rand Bldg. 

New York City, N. Y., 43rd Floor, 
Empire State Bldg. 

Philadelphia, Penn., 611 Broad St., 
Suburban Station Bldg. 

Pittsburgh, Penn., 1810 First National 
Bank Bldg. 


Region 3—(Ohio, Kentucky, Michi- 
gan, West Virginia.) 

Louisville, Ky., 1222 Heyburn Bldg. 

Detroit, Mich., 800 Boulevard Bldg. 

Grand Rapids, Mich., 730 Keeler Bldg. 

Cincinnati, Ohio, 4th Floor, Strand 
Bldg. 

Cleveland, Ohio, 450 Union Com- 
merce Bldg. 

Columbus, Ohio, 1037 North High St. 

Toledo, Ohio, Merchants Finance Bldg. 

Charleston, W. Va., 265 Capitol Bldg. 


Region 4—(Georgia, North Carolina, 


Alabama, Tennessee, South Carolina, 
Mississippi, Florida, Virginia.) 
. Birmingham, Ala. Dixie Carlton 
Hotel. 

Jacksonville, Fla., George Washington 
Hotel, Annex Bldg. 


Miami, Fla., Civic Center—35 N. W. 
Second St. 

Tampa, Fla., 311 Hinson Bldg. 

Atlanta, Ga., 1611 Candler Bldg., P. 
O. Box 1322. 

Jackson, Miss., Clancy Bldg. 

Greensboro, N. C., 210 N. Green St. 

Columbia, S. C., 2065 Blossom St., 


Five Points. 
(Continued on page 66) 
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CPA District Offices 
(Continued from page 62) 


Memphis, Tenn., 677 Shrine Bldg. 
Richmond, Va., 615 E. Main St. 


Region 5—(Illinois, Wisconsin, In- 
diana.) 

Chicago, IIl., 226 W. Jackson Blvd. 

Springfield, Ill., 301 W. Adams. 

Indianapolis, Ind., 317 Kresge Bldg. 

Milwaukee, Wis., 7038 Plankington 
Arcade Bldg. 


Region 6— (Missouri, Nebraska, Iowa, 

Kansas, Arkansas, Colorado.) 
Little Rock, Ark., 217 City Health 

Center. 

Denver, Colo., 523 Continental Oil 
Bldg. 

Des Moines, Iowa, 327 Liberty Bldg. 

Topeka, Kan., 101-A City Auditorium 
Bldg. 

Kansas City, Mo., 600 Mutual Inter- 
state Bldg. 

St. Louis, Mo., 410 Old Customs 
House. 

Omaha, Neb., Arthur Bldg. 


Region 7—(Texas, Oklahoma, Louisi- 
ana, New Mexico.) 

New Orleans, La., 1412 Masonic Tem- 
ple Bldg. 

Albuquerque, N. Mex., City Hall, Rm. 
7, Second Floor. 

Oklahoma City, Okla., 215 Colcord 


Bldg. 

Tulsa, Okla., 225 Citizens State Bank 
Bldg. 

Dallas, Tex., 1221 Mercantile Bank 
Bldg. 

Fort Worth, Tex., Chamber of Com- 
merce Bldg. 


Houston, Tex., 1004 Electric Bldg. 
San Antonio, Tex., 101 Transit Tower 
Bldg. 


Region 8— (Southern California, Ari- 
zona, Utah.) 

Phoenix, Ariz., 108 Aluminum Plant 
Office Bldg. 

Los Angeles, Cal.,'703 W. M. Garland 
Bldg. 

San Diego, Cal., 355 Civic Center. 

Salt Lake City, Utah, 227 Atlas Bldg. 


Region 9 — (Northern California, 
Washington, Oregon, Idaho, Nevada, 
Montana, Wyoming.) 

San Francisco, Cal., 703 Furniture 
Mart. 

Boise, Idaho, Baird Bldg. 
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Helena, Mont., Suite 1, Penwell Block. 
Reno, Nev., 56 Boyd PI. 

Portland, Ore., 820 Morgan Bldg. 
Seattle, Wash., 941 Henry Bldg. 
Spokane, Wash., 120 Wall St. 

Casper, Wyo., 824 South Beach St. 


UNDER REGION 9 
Honolulu, Hawaii, Bldg. 1, 
Palace, P. O. Box 3796. 


Region 10—(Minnesota, North Da- 
kota, South Dakota.) 

Minneapolis, Minn., 447 Midland Na- 
tional Bank Bldg. 

Fargo, N. Dakota, 210 Walker Bldg. 

Sioux Falls, S. Dakota, 313 Policy- 
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1945 Newspaper Advertising 

From Media _ Records 
TIMKEN IS LISTED by Media Records as 
being the largest user of newspaper ad- 
vertising space among oilburner manu- 
facturers in 1945, although the expendi- 
tures of only three companies are listed. 
Quite a number of oil companies are in- 
cluded in the list : 

The three burner manufacturers and 
the amounts they spent on newspapers 
are: Timken $76,988; Williams Oil-O- 
Matic $27,244; Esso Burner $17,856. 
From a large list of oil companies the fol- 
lowing 22 are of some interest to oilheat- 
ing: 


holders Bide. American Oil $ 40,477 
UNDER WASHINGTON, D. C. Atlantic Ref. 242,094 
San Juan, Puerto Rico, Building K, . Cities Service 75,716 
c/o OPA, PRRA Grounds. Colonial Beacon 211,793 
Frontier Oil 10,464 
© Gulf 168,988 
U.S: Department of Labor Sees ae. 
Fueloil Prices March Richfield 52.875 
FIELD INVESTIGATORS for the Department Shell) 344,684 
of Labor monthly check prices of princi- Sherwood Bros. 7,782 
pal fuels in several cities in each section Sinclair 277,961 
of the country. Getting retail quotations Socony 343,440 
from various suppliers in each market, the Standard Calif. 292,610 
prices are averaged and published. Those Standard Indiana = 377,232 
in the table that follow were taken Mar. Standard of N.J. 187,567 
15 (cents per gallon) : Standard of Ohio 218,252 
Range No. 1 No. 2 No. 3 Standard of Penn. 68,476 
Boston 9.54 9.40 8.08 7.95 Sun Oil 275,949 
mee oo ae Texas Co. 138,108 
Manchester 10.10 8.72... Tide Water 315,257 
Portland, Me. 920 9.10 8.00 Union Oil 108,659 
Providence 9.30 9.22 8.10 © 
pals 973 978 Bes 9.00 Andrew E. Curry, formerly with 
Newark ... 9.00 .8.00 8.00 American Radiator, has joined Rheem 
Phittleiphis tome ap 791 Mfg. Co., as district manager of the east- 
Rochester 10.00 10.00 8.70 8.70 ern heating equipment division at New 
Washington ... 9.30 8.36 Pe: York. 
saaggee =? pied 7.88 = Lawson H. Yates, formerly sales and 
***Detroit ... 8.96 8.45 7.93 advertising manager for Allen Mfg. Co., 
ih Raven 8 88 ah a ee Nashville, has formed the Lawson H. 
Minneapolis 8.90 8.80 8.60 8.60 Yates Company to cover the southern 
os ee 8.98 a 4 ae States as manufacturers*representative for 
St. Paul 8.80 8.80 8.60 8.60 heating, cooking and plumbing _ lines. 
***New Orleans 924 772 7.72 Headquarters will be in Nashville. 
sia yo = eee D. F. Roloff has been made assistant 
manager of the newly-created Specialty 
sone oa ia Transformer Division of the General 
***Seattle 8.43 7.43 Electric Company, according to P. M. 
Staehle, division manager. H. K. Prichard 
«abrice includes 17% sales tax. becomes manager sales of the General 
seeprice includes 396 cales te Purpose Components Section. 
June 
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Survey Shows Inflation 


In Real Estate Market 


REAL ESTATE PRICES have increased from 
16% to 18% in larger cities since V-J 
Day alone and now range from 25% to 
well above 100% over 1940—an infla- 
tion “far worse even than had been an- 
ticipated” . . . according to a report made 
to National Housing Expediter Wilson 
W. Wyatt, released March 29. 


The report covered 84 cities of 100,000 
or more population and 250 smaller cities. 
It was conducted by presidents of Fed- 
eral Home Loan Banks, regional managers 
of the Home Owners’ Loan Corporation, 
insuring offices of the Federal Housing 
Administration, and Mr. Wyatt’s re- 
gional expediters. 

Special study was made of price rises 
since the spring of 1940 and since V-J 
Day, and the effect of those rises on homes 
which, in 1940, sold for $6,000 or less 
and on those which sold for $6,000 to 
$12,000. 


On houses which sold for $6,000 or less 
in 1940, the larger cities reported as fol- 
lows: Nine cities (11%) show price in- 
creases of 100% or more; 23 cities (27%) 
show increases of 75-100%; 34 cities 
(40%) report price increases of 50-75%, 
and the remaining 18 cities report jumps 
of 25-50%. 

For homes which sold for $6,000 to 
$12,000 in 1940, the larger cities report 
price rises which are slightly less than for 
the lower-priced property, although in 
some cases, such as New York City, the 
rises are greater. 


Big Increase Since V-J 


These larger cities report that in the 
few months since V-J Day property has 
climbed markedly. Between 75-80% of 
these cities show price increases of 10- 
25% since last September. 


Average increases on the larger cities 
from 1940 are 69% on the lower-priced 
Property and 63% on medium-priced 
homes. Since V-J Day, the average in- 
creases in the larger communities are 18% 
and 16%, respectively, for lower and 
medium-priced homes. 

Survey of the 250 smaller cities was 
supplemented by a number of state-wide 
and area-wide price studies for smaller 
communities, so that the coverage was ac- 
tually more extensive than the number 
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Photographs of OHI Executives 





Collins 


Elected or re-elected at the Philadelphia An- 
nual Meeting of Oil Heat Institute, photo- 
graphs of these executives were not received in 
time for the May Issue’s report of the Exposi- 
tion. Above are Joseph A. Collins, Buffalo, 
Vice-Chairman for the East of OHI’s Distri- 
bution Div., Carl Jonswald, Chicago, National 
Chairman of the Division, and Chas. Holloway, 
Jr., Portland, Ore., Vice-Chairman for the 
West. Pictured at the right is Samuel H. Ship- 
ley, York, Pa., elected vice-president of the Oil- 


Heat Institute of America. 
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of reporting smaller cities would indicate. 

This is the picture in cities under 
100,000: 

On homes which sold for $6,000 or 
less in 1940—47 cities (17%) reported 
price rises of 100% or more; 66 cities 
(24%) show rises of 75-100%; 102 cities 
(36%) report price rises of 50-75%; 58 
cities (21%) show price rises of 25-50%, 
and only a scattered few report‘less than 
25% increases. 

Homes in the $6,000-$12,000 class have 
risen in price at about the same percent- 
age rate, though generally slightly less. 

More than half of the smaller cities re- 
port that since V-J Day prices on property 
have risen 10 to 25%, and many cities 
indicate increases of as much as 25 to 
50% since September. 

Average increases in the smaller cities 
from 1940 are 68% for the lower-priced 
property and 57% for the medium- 
priced. And the average rises since V-J 


Jonswald 


Holloway 











Day in these smaller communities are 
19% and 15%, respectively, for lower 
and medium-priced homes. 

“Notice that the price rise for the 
lower-priced property generally has been 
a little higher than for the medium priced 
property,” explained Mr. Wyatt. “This 
is significant because we know that the 
vast majority of veterans can afford only 
the lower-priced homes. 

“In addition, the reports show very 
substantial increases for the few months 
since V-J Day. Lest figures such as 15% 
or 18% create erroneous impressions, let 
me point out that 15% for five months 
means an average price rise of 3% per 
month, or 36% if projected on an annual 
basis.” 

Admitting that the general price level 
in America has risen, Mr. Wyatt pro- 
ceeded to compare the real estate level 
with other price levels. Since 1940, he 
pointed out, the wholesale price index for 
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all commodities has climbed 36%; the 
wholesale price index for building ma- 
terials has increased 30%; consumer price 
index, 30%; eonstruction cost index for 
a typical single-family house, 37%. 

“Allowing for admitted weaknesses of 
indices in measuring price increases in 
today’s market,” he said, “it is obvious 
that price rises in homes in the order of 
60-70% since 1940 far exceed other price 
advances. This is due to extreme short- 
ages as well as to the fact that we have 
had no tools to hold the line in real estate 
or other capital assets.” 


Readers’! Gorum 


HOFFMAN SPECIALTY COMPANY 
Indianapolis 
Editor: 

I was much interested in reading the 
article “Servicing One-Pipe Steam Plants” 
in the February issue of FUELom & OIL 
Heat. I do want to argue with you a bit 
though about Diag. 1 in the article. 

Preparatory to designing our flexible- 
tongue vent valve, I made a survey of all 
the radiator manufacturers in regard to 
the length of boss on their various radia- 











One Picture Is Worth 
Ten Thousand Words... 





Silent-Flame Oil Burners are the product of 29 years of 
oil heating experience. 


Models from 1 gallon-per-hour to 20 gallons-per-hour. 


Standard Equipment. 


Precision Built. 


SILENT-FLAME MFG. CO., Inc. 


2315-27 Westchester Ave. 


New York 61, N. Y. 











tors. I discovered that the length of a 
radiator boss, depending on the type of 
radiator, may vary from 3/16” to 1/2”. 
In addition to this, the tapping tolerance 
is one and one-half threads. I therefore 
designed a valve which would drain un- 
der either of these extreme conditions, 
The only way it could be done was to use 
a flexible tongue which would adapt it- 
self to these various boss lengths. 

My point about your Diag. 1 is that 
the valve you show has a fixed tongue and 
really can work in only one possible 
length. 

Your recommending two vent valves 
for a hard-to-heat radiator, as in your 
Diag. 3, also is interesting to me as I make 
the recommendation of using two vents 
for certain installations. If you study the 
engineering aspects of designing vent 


_valves, you will find of course that pro- 


viding an air valve with a larger vent port 
means larger venting capacity, all right— 
provided the vent port opens. When the 
vent closes for any reason, it cannot re- 
open if the port is too large. Steam pres- 
sure or air pressure inside the air valve 
acts against the area of the larger vent 
port and holds up the float, keeping the 
valve closed when it should re-open. 
Therefore when a higher venting rate is 
needed than is provided by a well-de- 
signed air valve, it may be obtained by 
using the method you show in Diag. 3; 
that is, by installing more than one vent 
valve. 
FERDINAND JEHLE, 
Director of Engineering. 
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BOCK CORPORATION 
Madison, Wisconsin 
Editor: 

With reference to the question of 
whether or not there is a thermostat which 
controls the temperature of the water as 
it enters the Bendix washer, be advised 
that there is such a device, which makes 
it possible to draw water at aproximately 
100° during the wash and first rinse 
period. 

This device consists of two solenoids, 
one regulating hot and one regulating cold 
with a bi-metallic element which meters 
between the two. It is set so that it main- 
tains an outlet temperature of 100°. In 
other words, when you put woolens or 
materials which are apt to shrink, when 
subjected to too high a temperature, move 
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the indicator over to warm and the ther- 
mostat goes into effect. If this is left on 
hot, the water enters during the washing 
and during the first soak at the same tem- 
perature at which your water heater is 
set. In other words, if you want to wash 
at 180°, you may do so. 
O. L. BOCK, 
President. 
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ELLIOTT-LEWIS COMPANY, INC. 
Philadelphia 
Editor: 

If you will remember, during your visit 
with the Oil Burner Association in Phila- 
delphia some time ago, you mentioned the 
service problem and the effect it had in 
Philadelphia on the acceptance of oil heat. 
You also mentioned at the time that it 
was your belief that.none of us knew ex- 
actly what it cost to handle a burner, in- 
cluding parts, on a service contract. To 
my own embarrassment, Bob, I had to 
agree immediately and the very next day 
we started an analysis of our present ser- 
vice contracts which were sold for $22.50 
each. I am pleased to tell you that after 
this analysis, we reduced the price of the 


service contract, including parts, and all 
labor, to $15.00 per year. 

If we can reach a substantial volume at 
this figure, a further reduction in the cost 
to the consumer will be possible and will 
definitely be placed in operation. 

I would like to mention also that we 
pay $1.75 per hour, union labor rate and 
35¢ per hour car expense to the service- 
men. 

It might be interesting also to mention 
at this time that several of the organiza- 
tions selling gas heat in the suburbs of 
Philadelphia which are handled by the 
Philadelphia Electric Company gas lines, 
have had to start to charge $10.00 per year 
for service on the gas burner because the 
Philadelphia Electric is attempting to cut 
down on their free service costs. 

J. C. CAMPBELL, 
Vice-president. 
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GILBERTSVILLE SUPPLY & EQUIPMENT CO. 
Gilbertsville, N. Y. 

Editor: 
In my 18 years experience in installing 
oil heat I find that the minute a thermo- 
stat is placed on the wall the new auto- 


matic heat user is critical of the setting of 
the dial or indicator and watches the ther- 
mometer on the instrument. Heat is rela- 
tive to comfort and so many complaints 
would be eliminated if all manufacturers 
of these controls would eliminate the ther- 
mometer and dial the control to read 
““warm—cold” with a dot in the center to 
indicate about 70°. (Merely a suggestion) 
C. A. STEARNS, SR. 
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SWIFT FUEL CO. 
Lincoln, Nebr. 
Editor: 

We are just in receipt of your com- 
munication dated April 5th and note 
what you say in the first paragraph of 
your letter, “As of now, we can’t install 
anything over $400 in old homes.” 

We are beginning to get a limited num- 
ber of oil burning furnace burner units, 
capacity from 125,000 to 200,000 B.T.U. 
As you may or may not know, the farm- 
ing community surrounding Lincoln in 
the radius of perhaps 50 miles, is quite 
prosperous. Most of these farms are on 
rural electric lines. A great many of these 
farms have depended in the past on heat- 








a NEW 
R&I 


Combustion Chamber 
BAFFLE 





R & | research triumphs again! This new 
Baffle was designed by the same engineers 
who designed the first R & | combustion 
chamber over 19 years ago. 


This unique Baffle affects fuel savings up 


to 20% because it reduces stack tempera- 
ture and increases CO: reading. 





The legs are adjustable to fit any com- 
bustion chamber with an inside width of 
not over 16!/,". The cone of baffle is 10!/," 


in diameter. 
Write for folder 


Refractory & Insulation Corp. 


Rel) It is a refractory Baffle with stain- 


and cone. 





less-steel reinforcement of the legs 
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ing stoves burning coal. A few have been 
heated with central heating plants, the 
old coal burning furnace that is worn 
out, piped perhaps to only two or three 
rooms in the house. Most of these farm 
homes are quite large, eight, ten, and 
twelve rooms. These farmers want to 
modernize their houses and want to buy 
oil heating equipment for automatic op- 
eration to the entire house. The cost of a 
job of this kind as you can readily under- 
stand will run into anywhere from $800 
to $1500. 

Also there are many churches in these 


farming communities that have formerly 
depended on perhaps a pipeless furnace in 
the basement under the main auditorium 
burning coal. This necessitated building 
the fire on Saturday night and maintaining 
it through the night in order to hold ser- 
vices in the morning. The farmers are too 
busy now to do this work. There is also 
a great danger of fire. These churches 
want oil burning furnace burner units 
installed in their building to heat the Sun- 
day school rooms, toilets, the hall, etc. 

All of these jobs require good sized 
burner units. We, of course, cannot get 
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Pressure alone will not cause a hot 


water tank to explode. 


REMEMBER 


What causes domestic Hot 
. Water Tanks to explode? 
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REGULATING SAFETY DEVICES 
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anywhere near as many of them as we 
need, but we can get some. They also re- 
quire quite extensive duct work, all of 
which brings the price up to anywhere 
from $800 to $2000. I wish you would 
write us immediately, upon receipt of this 
letter and tell us whether or not we are 
permitted to make these types of installa- 
tions. 


A number of G. I. homes cannot use 
this type of installation, its too expensive 
We have in Lincoln, Nebraska, some- 
where between 100 and 300 G. I. homes 
under construction now. We have fig- 
ured on a number of these jobs and they 
all insist on cheap gas burning furnaces, 
using a length of transite pipe through 
the partition as a chimney. The entire 
furnace burner unit crated weighs about 
200 Ibs. In this type of construction we 
cannot figure a low enough price, using a 
pressure atomizing nozzle type burner 
with any oil burning furnace burner unit. 

If we must discontinue the sale of heat- 
ing equipment to these farm homes, farm 
churches, farm schools we will simply 
have to discontinue the installation of 
heating equipment as we cannot make in- 
stallations in these small G. I. homes and 
compete with gas. 

S. S. SWIFT, 
President. 
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THE BROOKLYN UNION GAS CO. 


Brooklyn, N. TY. 
Editor: 








Pressure will crack a tank — pressure 
will rupture a tank. Pressure may 
cause damage — but pressure alone 
will not cause an explosion. 


Only when pressure combines with 
high temperature is the lethal force 
necessary for explosion created. 


Then the fluid heat softens the metal, 
penetrates, finds the weakest spot in 
the tank — breaks through — comes 
in contact with the atmospheric air 
— EXPLOSION! 


To protect against explosion, you 
must protect against excessive pres- 
sure and against excessive tempera- 
ture. Explosion is the result of the 
combination of the two. Protection 
must be against that combination. 
That is why WATTS has developed 
Temperature-and-Pressure Relief 
Valves—to guard against excessive 
temperature and against excessive 
pressure — to protect your customers 
against the horrors of water tank 
explosions. 


WATTS REGULATOR COMPANY 
LAWRENCE, MASSACHUSETTS 





I should like to inquire concerning the 
reference in the April issue to tests of low 
costs of indirect water heating made at 
the University of Illinois research home. 

In it, the average daily consumption to 
supply 50 gallons of 150° water is given 
as seven tenths (0.7) gallon, and the de- 
duction is made that the monthly con- 
sumption is slightly over two gallons. 

Should not this be 30 x 0.7, or 21 gal- 
lons? 

If this is so, the annual oil usage for 
water heating, assuming an eight month 
heating season, would be, 

8 x 21 — 168 gallons 
4.x 42 = 168 gallons 


Total 336 gallons 
At $.08 per gallon, this would total 
$26.40 per year or $2.20 per month. At 
$.07 per gallon, the annual cost would be 
$23.10 or $1.92 per month. 
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| KEWANEE 


TYPE “R” STEEL BOILER 





@ For Homes and Small Buildings . .. whether heated 
by oil or gas or coal (hand or stoker fired) ... the 
Kewanee Round “R” provides a lifetime of dependable 
heat at a minimum cost for fuel. Note the following 
features which characterize these outstanding boilers. 


1. Built of Steel... the same fine material of which boilers for heat- 
ing the largest buildings are constructed. 


2. Big, High Fireboxes provide the burning fuel with sufficient air for 
complete combustion to eliminate waste. 

3. Long Travel of Gases through the two-pass tubes conveys all the 
extractable heat to the water. 

4. Spinner Blades force the hot gases to “scrub” the walls of the 
tubes, transferring more heat quickly and efficiently. 

5. Large, Steam Space insures a plentiful supply of dry steam, even 
when the boiler is pushed above its rated capacity. 


Sizes to heat 225 to 2924 Sq. Ft. Steam 
Round or Square “R” Models for any fuel 
















For “Eye Appeal” the 
Type “R,” without embel- 
lishment, is a husky, trim 
looking boiler. When avail- 
able, there will be differ- 
ent enclosing jackets to 
suit almost every desire. 
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If the figure of 0.7 gallons is found to 
be in error, may we point out that the 
minimum heat requirement per day, as- 
suming 100% conversion of energy, 
would be 50 x 8.33 (150 — 60) = 37,700 
Btu or 0.27 gallons of 140,000 Btu oil. 
The actual usage would, of necessity, be 
somewhat higher. 

It appears that these figures are incon- 
sistent somewhere along the line. Could 
you let us know where it might be? 

H. S. BIRKETT, 
Engineer of Commercial Gas Utilization. 
Editorial note: Mr. Birkett is right. 


CHRIS H. BAKER 
Newtown Square, Pa. 
Editor: 

May I add my “gripe” to that of L. M. 
S. in the March issue, in which he states 
that advertisers frequently do not have 
the courtesy to reply to our inquiries. I, 
too, have re-entered the oil heating busi- 
ness after being away from it during the 
war. 

In looking for a good line of equip- 
ment, I wrote to many of your advertis- 
ers. Most of the smaller concerns replied, 
but of three top concerns in the industry, 
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BIG FUTURE FOR OIL HEAT! 


Surveys show that most home owners prefer 
the cleanliness, convenience and economy of oil 
to any other method of home heating! 


BIG FUTURE FOR- 


%& Home Owners prefer the Branded Product 
they know — 


* They know what to expect from Mobilheat 


* They know it’s Backed by 80 Years’ 
Experience, Greatest in the Oil Industry... 


* Already Mobilheat is One of America’s 
Largest-Selling Fuel Oil Brands! 


Socony-Vacuum Oil Company, Inc. 


TUNE IN "INFORMATION PLEASE—MONDAY EVENINGS, 9:30 E.D.T.—NBC 
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two did not reply at all, and the third 
stated that their local representative 
would contact me in a few days. That was 
four months ago and I’m still waiting to 
hear from him. 
It’s a mystery to me why these firms 
spend thousands of dollars in advertising 
to promote their products, then nullify it 
by giving us small dealers the “brush-off.” 
Someday the shoe will be on the other 
foot. Then we will do the “brushing-off.” 
CHRIS H. BAKER. 


} 
Oil & Gas Division In 


Department of Interior 
SECRETARY OF THE Interior J. A. Krug 
on May 6 announced that, pursuant to 
the President’s letter of May 3 requesting 
that the Secretary of the Interior under- 
take to unify and coordinate Federal 
policy and administration with respect to 
petroleum, an Oil and Gas Division was 
today established in the Department of 
the Interior. His announcement followed 
action by President Truman terminating 
the Petroleum Administration for War 
which the President said had successfully 
completed its war-time assignment. 

“The new agency will implement the 
President's direction to assure continued 
coordination of the Federal Government's 
many interests in oil and gas,” said Secre- 
tary Krug, “without in any way continu’ 
ing war-time regulatory powers.” 

Mr. Ralph K. Davies, formerly Deputy 
Petroleum Administrator for War, has 
agreed to remain with the Government 
for a short period to provide executive di 
rection for the new Division during its 
formative stages, the Secretary said. The 
Secretary pointed out that this would 
provide the Department with Mr. Davies’ 
unique experience in relations between 
the Government and the petroleum indus’ 
try. The appointment of a director for 
the Division will be announced at a later 
date. 

Necessary activities in liquidation of 
the affairs of the Petroleum Administra’ 
tion for War will be performed by the 
new Division, which will also replace th 
present Petroleum Conservation Div 
of the Department. 

Krug announced that, as suggested b 
the President, a National Petroleum 
Council of the petroleum industry would 
be established to advise and consult with 
him and with the Oil and Gas Division in 
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2 CAP SCREWS TO SIMPLIFIED SINGLE SHAFT OPERATION 
REMOVE MOTOR & FAN 
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2 THUMB SCREWS 


IGNITION POINTS VISIBLE PERMITS ELECTRODE ADJUSTMENT 


THRU OBSERVATION PORT 


HEIGHT ADJUSTMENT 
BY LOCK NUT 


2 THUMB SCREWS TO 
REMOVE ELECTRODE 
ASSEMBLY 


How CENTURY Simplified Design 
Makes Servicing Easy 


HE result of twenty years of engineering experience cision acquired during wartime production is further 
in oil burner design, the new Century Model “L” is a assurance of low service cost on Century burners. Century 
beautiful job with lots of eye appeal. More important will never be the cheapest, nor will it be surpassed in pre- 


to the service man is the accessibility of all vital parts, cision workmanship. Century products will always reflect 
even though Century burners are outstandingly trouble- the top values 


free. Century has not sacrificed sound design for mere 


Streamlining. No false covers are provided to complicate Dealers who keep accurate cost records on service, tell us 
the service man’s job. that the cost of service on Century installations is excep- 
Another important factor is the precision manufacture tionally low. This is important to profit-minded dealers 
and interchangeability of Century parts. Watch-like pre- who plan for the long pull. 


CENTURY 
Eng ovatwun 


CEDAR RAPIDS, IOWA 


OIL BURNERS BOILER-BURNER UNITS WARM AIR FURNACES 
HUMIDIFIERS WATER HEATERS AIR CONDITIONING 
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the furtherance of the President’s pe- 
troleum policy. 

Principal functions of the new Oil and 
Gas Division will be to: 


1. Assist the Secretary in the execution 
ofthe President’s instructions to: 

(a) Coordinate and unify policy and 
administration in respect to the func- 
tions and activities relative to oil and gas 
carried on by the several departments and 
agencies of the Federal Government; 

(b) Serve as channel of communication 
between the Federal Government and the 
petroleum industry; 

(c) Serve as liaison agency of the Fed- 
eral Government in its relations with the 


eres rn ST TOTO a 


respect to the adequacy and availability 
of supplies of petroleum and its products 
to meet the current and future needs of 
the Nation, and with respect to significant 
developments in the petroleum field, and 
make recommendations with respect 
thereto. 

4. Develop proposals inching to the 
centralization of Federal functions and 
activities relating to oil and gas in keeping 
with the President’s letter. 

5. Coordinate all oil and gas policies 
and activities in the Department of the 
Interior. 

Upon issuance of an executive Order 
designating this Division to replace the 


Meroy A. Anderson has been ap- 
pointed manager of the Penn Seattle 
sales branch. He had been an engineer 
for the company seven years prior to 
joining the Navy, from which he re- 
turned a Lieutenant Commander. 









































appropriate State oil and gas bodies; and Petroleum Conservation Division, it will Anderson Gray 
(d) Review technological  develop- administer the provisions of the Connally Harold D. Gray, formerly at the home 
ments in the field of Petroleum and syn- Hot Oil” Act. office of Penn, has been made manager§ 
thetic hydrocarbon fuels and coordinate } of the company’s Milwaukee branch of-§ it 
Federal policy with respect thereto. L. ‘U. Giannettino, Jr., of the Bell fice. He succeeds E. S. Kyle who has reef W 
2. Obtain and analyze information as Pump Service Co., Hartford, Conn., signed. th 
to oil and gas matters in which the Fed- which has been the official Webster Ser- 
eral Government has a proper interest vice Station for Connecticut and Western George E. Athana has resigned as gen} 
and, in this connection, serve as the cen- Massachusetts, since 1940, announces es- eral manager of the general sales division} “ 
tral Federal clearing house for statistics, tablishment of a branch office with com- of York-Shipley, Inc., York, Pa., and has} ‘t 
technical data, and other information re- _ plete service in New Haven, Conn., in become assistant director of salesfor York} “ 
lating to oil and gas. April, and the projected opening of a Industries, Inc., formerly York Safe andj 4! 
3. Keep the Secretary informed with branch in Springfield, Mass., August 1st. Lock Co. hi 
fc 
iF Youwant Yet Profit 
4 ak 
] 
NOT JUST CONVERSATION...WRITE FOR ; 
DETAILS OF THE WAYNE PARTNERSHIP PLAN! a 
More NET profit because Wayne gives you a a 
oN, selling iaiaia complete silks Sabian and 
Fs %, sales helps to get and keep a profitable volume ty 
ok <a NER, *. be of home equipment business. Ir 
- OAS PLAN % % Lower sales expense means higher NET profit. B. 
\ The Wayne Partnership Plan gives you action, cl 
( C_ |e WANE AS sales help and NET profit, combining the best Ww 
efforts of the manufacturer and wholesaler to pro- k 
A symbol of business integrity duce more sales only through the dealer. B 
A FULL LINE OF INSTALLED HOME EQUIPMENT ua 
A town and country line of necessary installed equipment... not fc 
luxury items. The high demand for basic equipment will far outlast ki 





that of conventional merchandise. 
Quality built for more sales and fewer service calls. A wise choice 
for dealers interested in steady sales with consistent NET profits. 


@ FOR A SOUND BUSINESS FUTURE...WRITE TODAY! 







WAYNE'S FACTORY GUIDED SALES PROGRAM IS A PACKAGED UNIT 
OF SALES AND PROFIT PRODUCING HELPS 


Full Line Dealerships are Still Open 
WAYNE HOME EQUIPMENT CO., INC. - 801 GLASGOW; FT. WAYNE, IND 


(Formerly Wayne Oil Burner Company) © 
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pS a facts about Burnham Base-Ray* 
heating will surprise you—agreeably! First, 
its truly reasonable cost. Second, the ease with 
which it is installed. It will pay you to have 
these facts clearly in mind, 

The many advantages of Radiant Baseboard 
heating far outweigh a slightly higher first 
cost. Consistent national advertising is con- 
stantly pointing out these advantages and is 
creating a strong demand among householders 
and prospective home builders. Their response 
has been tremendous—their enthusiasm great. 


As for installation of this most desirable BURNHAM 
form of radiant heating... it’s so simple any hy : ER 
good steamfitter can do a satisfactory job. | 





Be ready with the facts when you are asked RADIANT BASEBOARD 
about BASE-RAY. Write today for our book- 
let which gives complete data on installation, 
ratings, etc., and price list. Then you'll be in 
a position to cash in on the demand we are 
creating. 

Burnham Base-Ray may be used with any 
type hot-water, 2-pipe steam or vapor system. 
Installed in place of the usual baseboard, 
Base-Ray delivers heat from a room-long unit 
close to the floor. And that’s where heat is 
wanted, Conclusive tests with Base-Ray show 
a maximum temperature differential, floor to 
ceiling, of less than 3 degrees, even in zero 
weather, That means ideal cold weather com- 
fort. It’s up-to-date heating that you should 
know about... Write us TODAY. 


*Reg. U.S. Pat. Of. 


IRVINGTON, N. Y., Dept. FO66 
Export Department 
50 CHURCH ST., NEW YORK 7, N.Y. 





BASE-RAY is a hollow cast-iron unit 
7” high and 14,” deep which re- 
places the wooden baseboard on out- 
side walls. Valves and vents are 
completely concealed. 








Burnham’s All-in-One Cabinet 
Grille-Type RADIANT RADIATOR 


This attractive Radiant Radiator can either be 
installed free standing or partially or fully 
recessed. Production was curtailed during the 
War but it is now available in limited quan- 
tities through Burnham Wholesalers. 


































RADIANT HEATING 


“KA since 1873 A 
BEEBE HEBEHRBHEeHReHeHeeee ee eee eee eRe eee ese eee ee 


EA 
7 














Activities of local and national indus- 
try associations are reported monthly in 
this department. Secretaries are invited to 


send reports of their group’s activities, to 
reach the editor by the 20th. 


Northwestern Groups Hear Coburn 
ON A WEST COAST tour, A. E. Co- 


burn, editor of FuzEtom & Om Heat, 
was guest speaker at the monthly meeting 
of the Oil-Heat Institute of Washington 
on May 11 at Seattle; he also addressed 
the Oil and Burner Division of Oregon 
Fuel Merchants Assn. on May 20 at Port- 
land’s Hotel Multnomah. 


ASH&VE to Montreal June 10-12 


THE MONTREAL CHAPTER will act as hosts 
for the 1946 Semi-Annual Meeting of the 
American Society of Heating and Venti- 
lating Engineers and have planned a 
rendezvous at Montreal, June 10 to 12. 

F. A. Hamlet, chairman of the Com- 
mittee on Arrangements, reports that 
plans are well under way for the meet- 
ings, sightseeing and entertainment in 
Montreal on June 10 and on June 11 and 


12 for the cruise on the St. Lawrence, 
down-river to Quebec, Murray Bay, 
Manoir Richelieu and Tadoussac, the 
gateway to the majestic Saguenay Fjords, 
into the ancient and mystic country of 
French Canada. There will be stopovers 
en route at points of interest and summer 
resorts for sightseeing, sports and enter- 
tainment. 

Registration will begin Monday morn- 
ing at the Mount Royal Hotel, headquar- 
ters for the meeting in Montreal. There 
will be a Welcome Luncheon in the 
Jacques Cartier Room and one of the 
technical sessions of the meeting will be 
held in the afternoon. A sightseeing and 
shopping tour has been arranged for the 
ladies. Other sessions of the meeting will 
be held aboard the cruise ship S. S. 
Quebec. 


Many interesting papers by recognized 
authors and research studies by members 
of the ASHVE Research Laboratory staff 
and cooperating Universities, will be pre- 
sented on heating, air conditioning and re- 
lated subjects. 

The Semi-Annual Meeting Banquet 
will be held on Wednesday night, June 


12, at the famous Chateau Frontenac, 
Quebec, America’s only walled city. 

Everything is being done to make this 
unique meeting pleasurable as well as edu- 
cational. Each day, time has been allowed 
in the daily schedule for sightseeing at 
points of interest. 


NYOHA Hears Richardson, 
Plans July Outdoor Meet 


THE NEW YORK Oilheating Association, at 
its regular monthly meeting on June 3, 
held at Hotel Pennsylvania, had as prin- 
cipal speaker Henry B. Richardson, Cer- 
tified Public Accountant, who outlined 
the tax advantages and disadvantages of 
corporations vs. partnerships for smaller 
companies. 

The annual summer outing of the 
group was announced at the meeting. 
This is to be on Tuesday, July 23, at En- 
gineer’s Golf Club, Roslyn Harbor, Long 
Island, starting at 9:30 AM. 


OHI Distribution Division 
Moves Its Chicago Office 


THE HEADQUARTERS OFFICE of the Dis- 
tribution Division of Oil Heat Institute 








ROCHESTER DOUBLES 


__ Mannjactaning Capacty! 


LARGER SUPPLY OF ‘'DUAL-DIAL’’ GAUGES 


73 Ou the Way! 










































INCE there is no substitute for Rochester 
“Dual-Dial” Level Gauges for oil burner 
storage tanks, Rochester has doubled its plant 
capacity to meet increased demands. With an 
improvement in the raw material situation, 
Rochester is confident it can meet your needs 
soon. It would be wise to keep your inventory 
of unknown and untried gauges low. 


Over a period of twenty-five years, these 
“Dual-Dial” Gauges have proved safe, accu- 
rate and trouble-free. Safe, because there are 
no connections between dial head and float 
rod. Gauge readings are magnetically trans- 
mitted from float rod to pointer assembly. 
Accurate, because original calibration is per- 
manent. Trouble-free, because they are sturdi- 
ly built, easy to read. Dials will not fog. And 


don’t forget, they are Underwriter listed. 
Keep in touch with Rochester! 


ROCHESTER MANUFACTURING CO., INC. 
8 ROCKWOOD ST. © ROCHESTER 10, N. Y. 


Canadian Representatives R. W. Anderson and Co., 
Ontario, 


125 Redpath Avenue, Toronto, Canada. 









FLUE GAS THERMOMETERS 
Check combustion efficiency 
and heat distribution on your 
oil burner installations with 
Rochester Flue Gas Ther- 
mometer. Ask for 
1750-Cl. 














ENGINEERED INSTRUMENTS 


LIQUID LEVEL, TEMPERATURE AND PRESSURE. GAUGES 
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LEFT: 


The SEVERN Arcoflame Oil Heating Unit. An effi- 
cient and fully coordinated boiler-burner unit for 
small and medium sized homes. Consists of SEVERN 
Boiler and ARCOFLAME Oil Burner. Both designed 
to work together as a team. 


BELOW: 
The WESTMORELAND Arcoflame Oil Heating Unit. 
A Sunbeam Oil Fired Winter Air Conditioner for 
homes of virtually any size. Available as a complete 
heating unit with the ARCOFLAME Oil Burner, or 
without burner. 








LEFT: 


The ARCOFLAME Oil Burner. Scientifically engi- 
neered and precision built for lasting service and 
satisfactory performance. Ideally suited for convert- 
ing present boilers, furnaces, or winter air condi- 
tioners into oil fired units. 


ARCOFLAME Units by American-Standard 
are right for today’s Big Market 


PECIALLY designed Arcoflame oil heating units for 
radiator heating and for winter air conditioning... 
conversion burners for existing boilers or furnaces—you 
are equipped to handle them all when you sell the Ameri- 
can-Standard line of heating equipment. And, you'll find 
them easy to sell, too, for no heating equipment enjoys 
greater public acceptance. 
The ARCOFLAME Oil Burner is not just another 
burner. It is scientifically engineered and precision-built. 
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Its perfect Sunflower flame burns the oil with maximum 
efficiency, and insures economical operation. 

For further information on the ARCOFLAME Oil 
Burner and matched American-Standard Heating Equip- 
ment, contact your nearest Wholesale Distributor. He 
will also be glad to tell you about our convenient FHA 
Time Payment Plan for modernization jobs. American 
Radiator & Standard Sanitary Corporation, P. O. Box 
1226, Pittsburgh 30, Pa. 


American-Standard 


Heating MM pLumBING 





ae 


HEATING AND PLUMBING PRODUCTS for every use... 
++. Radiators, Convectors, Enclosures . . 


including Boilers, Warm Air Furnaces, Winter Air Conditioners, Water Heaters, for all fuels 
. Gas and Oil Burners . . . Heating Accessories . . . Bathtubs, Water Closets, Lavatories, Kitchen Sinks, Laundry 


Trays, Brass Trim... and specialized products for Hospitals, Hotels, Schools, Ships and Railroads. 
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has for some years been at 616 So. Mich- 
igan Ave., Chicago. Because that build- 
ing has been sold, the Division has ac- 
quired a new office at 64 East Jackson 
Blvd., Chicago 4, Ill., and will move to 
this address on June 1. It is assumed that 
Chicago Oil Burner Assn. and Burning 
Oil Distributors Assn. will also occupy 
the new offices, since F. B. Caldwell is 
executive secretary of all three groups. 


Colter Addresses Mass. Assn. 


AT ITS FINAL meeting of the current sea- 
son, held June 5 at Boston’s Fox & 


Hounds Club, Massachusetts Oil Heat- 
ing Assn. had as guest speaker Tom 
Colter of Dole Valve Co., who discussed 


improvement of steam heating systems. 


Warm Air Group Announces 
Impressive Mid-Year Program 


THE PROGRAM for the Mid-Year Conven- 
tion of the National Warm Air Heating 
and Air Conditioning Assn., at Chicago’s 
Edgewater Beach Hotel, June 25-26, in- 
cludes some 14 speakers in a packed ses- 
sion of one and one-half days. The pro- 
gram follows: 





A Better Flexible Coupling 
for OIL BURNERS 


IMPORTANT 






A.—L-R Body inserted in rubber body. 


B.—L-R Socket molded in rubber engages 
blower hub. 


The new L-R Type CX Coupling satisfies a need 
long felt by oilburner engineers and service men. 
By providing the rubber driving unit with a 
coupling body securely inserted at one end, and 
jaw sockets at the other, this coupling combines 
its advantages with those of L-R Type UX 


Coupling: 


1. Quiet operation 


2. One-piece construction of rubber unit 


3. Permits pump to be moved with coupling 
into engagement with built-in jaws of blower 
hub, without handling coupling parts. 





5012 W. Lake Street 
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L-Rrvee CX DOUBLE-FLEX 
FLEXIBLE COUPLING 


for Oil Burners 


OTHER L-R COUPLINGS FOR DUTIES TO 2500 H.P. 


ata) FLEXIBLE COUPLING CO. 


IMPROVEMENTS 





While gor 





NEW BULLETIN 


For all the facts on the new 
L-R Flexible Coupling write 
today for bulletin. 


MANUFACTURERS! L-R Type 
CX Double-fiex Couplings 
give your product plus aa- 
vantages. 


REPAIRMEN! The Type CX 
Double-fiex is easily in- 
stalled. 





Chicago 44, Ill. 





TUESDAY, JUNE 25 
10:00 A.M. “Looking Ahead,” Frank 
E. Mehrings, President 
10:30 A.M. “A Brief Report,” Geo, 
Boeddener, Managing Di- 
rector 
10:45 A.M. “Indoor Comfort — What 
It Means,” J. R. Scott, 
Chairman, Publicity and 
Merchandising Committee 
11:30 A.M. Speaker to be announced. 
LUNCHEON SESSION—12:30 P.M. 
Guest Speaker 
Dr. A. C. Willard, President, University 
of Illinois 
2:30 P.M. C. Ray Davisson, Deputy 
Director, Building Ma- 
terials Division, Civilian 
Production Administration 
(Questions) 
Gordon Rieley, Division Di- 
rector, Building and Con- 
struction Price Division, 
Office of Pirce Administra- 
tion (Questions) 
William H. Scheick, Co- 
ordinator of Small Homes 
Council of University of 
Illinois (Home Research 
Center) 
New Research Residence 
Frank L. Meyer, Chairman, 
Research Advisory Com- 
mittee 
Report on Application En- 
gineering Conferences Guy 
A. Voorhees, Application 
Engineering Director 
WEDNESDAY MORNING 
JUNE 26 
9:30 A.M. Report of the Research Ad- 
visory Committee, Frank L. 
Meyer, Chairman 
Plans of New Research 
Residence 
R. W. Roose, Special Re- 
search Assistant, University 
of Illinois 
Studies of Simplified Meth- 
ods of Testing Gravity Fur- 
naces—S. Konzo, Special 
Research Professor, Uni- 
versity of Illinois 
Report of Installation Codes 
Committee W. D. Redrup, 
Chairman 
Progress and Plans for Ap- 
plication Engineering Con- 
ferences—Guy A. Voorhees 


3:00 P.M. 


3:30 P.M. 


4:00 P.M. 


4:15 P.M. 


9:45 A.M. 


10:15 A.M. 


10:45 A.M. 


11:15 A.M. 
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WHETHER OR NOT YOU'VE 
SOLD OIL BURNERS BEFORE 
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From the first contact to the final 
sale and service, A B C’s 26 
years of oil heating experience 
works for you. Customers are 
easier to sell because they know 
and want A B C quality and 
efficiency. A B C oil heating en- 
gineering experience cuts your 
service calls way down. If you 
plan on featuring oil heating or 
on increasing the oil heating 
business you now have ... plan 
on easier sales and greater 
profits with A B C. 





PRESSURE BURNERS 
Fast selling, easy to install, a model 
for every need. Wide range and 


FOR COMPLETE DEALS 


durability, priced to meet all compe- 
tition. For home and commercial use. 


ON A DISTRIBUTORSHIP 





FOR 1947— WRITE 


G, 


AUTOMATIC BURNER CORPORATION 


1823 CARROLL AVENUE, CHICAGO 12, ILLINOIS 
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EXPERIENCE WILL SELL 
OIL BURNERS AND WATER HEATERS FOR YOU! 








A B C MATCHED WATER HEATERS! 
Water heaters and tanks for every require- 
ment, matched to operate more efficiently. 
Another A B C feature you and your customers 
will enjoy! 
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OHI Directors Meeting 

Changed to New York 
THE QUARTERLY meeting of the Board of 
Directors of Oil Heat Institute is to be 
at Hotel New Yorker, New York, on 
Tuesday, July 9. The meeting was orig- 
inally planned for Chicago, but hotel ac- 
commodations were unavailable. Next 
Detroit was tried with no better success. 


Detroit Conversion Gas Jobs 

Subject to Safety Regulation 
SELLERS AND INSTALLERS of gas conver- 
sion burners, a business which has mush- 
roomed tremendously here in the past six 
months, will be subject to a new city 
safety code now being prepared, members 
of the Indoor Climate Institute’s Detroit 
chapter were informed by Joseph P. 
Wolff, commissioner of the Department 
of Buildings & Safety Engineering, City 
of Detroit. 

To assist in the preparation of the code, 
Mr. Wolff asked that a representative 
committee be appointed by the I.C.I. 
chapter to present viewpoints of contrac- 


6 


tors, engineers, control manufacturers, 
and others. 

“There is a big danger connected with 
the careless installation of gas heating 
units, and at present we have no regula- 
tions regarding these units,” said Mr. 
Wolff, who estimated that perhaps two- 
thirds of the 4,000-odd conversion burn- 
ers now installed in Detroit may have to 
be altered to conform with safety features 
of the proposed code. 

“Some people are convinced that the 
new code should provide for licensing of 
contractors, but I don’t share those 
views,” explained Mr. Wolff. “I don’t 
like too many controls, myself.” 

Mr. Wolff's thought is to write the 
proposed ordinance to require individual 
permits for the installation of the gas con- 
version units and then follow by city in- 
spection to assure the installations’ meet- 
ing the code’s safety requirements. 

“Installations now in will have to be 
inspected, and if the burners don’t con- 
form to the proposed ordinance they'll 
have to be corrected. The owner will 
probably have to pay for the changes,” 
he said. 

Membership of the I.C.I. was appar- 


‘ently about evenly divided on the ques- 


tion of licensing contractors. Some con- 
tractors declared that a licensing provi- 
sion would go a long way toward insur- 
ing that only qualified men would install 
burners and thus would improve the gen- 
eral quality of such jobs. 

Other contractors took the stand that 
inspection, not licensing, was the best way 
to guarantee safe installations, and while 
licensing would help the main thing was 
proper inspection of jobs. 


© 


Albert C. Evans, formerly in charge of 
air conditioning sales promotion for the 
York Corp., York, Pa. has joined 
Ketchum, MacLeod and Grove, Inc., 
Pittsburgh advertising agency, as an ac- 
count executive. He recently was dis- 
charged from the U. S. Army with the 


rank of captain after five years in service. 


W. Henry Knowlton, formerly sales 
promotion manager for Chrysler Air- 
temp, and more recently war correspond- 
ent for the American Red Cross, has 
joined Florez, Inc., Detroit, as a member 
of the editorial staff. 





NO CEMENT 
NEEDED FOR 
JOINTS OF 
R&I 
COMBUSTION 
CHAMBERS 


REFRACTORY & INSULATION CORPORATION 


116 Wall St. 
Chicago 4, Ill. 


Detroit 16, Mich. 


New York 5, N. Y. 


money. 





The sections of R & | Combustion Chambers can 
be locked together securely with bonding clips 
supplied with the chamber. No cement is needed. 
And no cutting or fitting is required. 


Quick and easy installation saves you time and 


Packed with every R & | Chamber is ample 
Hearth material to make a I!/2” thick floor and 


chamber. 


Philadelphia 3, Pa. 


_ Newark 2, N. J. 


cement to pack between burner blast tube and 


Other advantages are explained in our Bulletin 
OB-96. Write for a copy. Your supply house has 
R & | Chambers. 
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HOW'S BUSINESS...TOMORROW? 


That’s a good question to ask yourself today 
when you can sell most anything. Your success 
in the years ahead may depend upon de- 
cisions you make, or don’t make right now! 


Planning at Chrysler Airtemp is projected far 
ahead and is based on a policy that calls for 
protection of the dealers’ profits. Advertising, 
merchandising, product development—every- 
thing—is slanted to support the dealer. 


You'll find the Chrysler Airtemp automatic 
home heating, air conditioning and commer- 
cial and industrial refrigeration products far 
advanced. Chrysler Airtemp intends to keep 
them that way. The automatic home heating 
line is the most complete on the market. 
Ahead in the field of cooling are the famous 
simplified “Packaged” Air Conditioners, pio- 
neered by Chrysler Airtemp. They are ideal 
for all business and industry. Chrysler Air- 


1-0 bee TP Lead 


e COOLING * REFRIGERATION 


temp commercial refrigeration products and 
self-contained condensing units from 4 to 
75 h.p. meet every commercial and industrial 
need. 

For full details on this triple profit opportu- 
nity, write to Airtemp Division of Chrysler 
Corporation, Dayton 1, Ohio. In Canada: 
Therm-O-Rite Products, Ltd., Toronto, Ont. 


1, 2, or all 3 
There’s a Chrysler Airtemp dealer agreement 


for one, two or all three product lines—real 
opportunity for profit every month in the year. 
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Debler Enlarges Organization 
WILLIAM J. DEBLER, Eastern manufac- 
turers’ representative for a number of 
lines, including some in the oilheating in- 
dustry has enlarged his organization by 
bringing in two of his three sons, and now 
calls it Wm. J. Debler and Sons. Head 
office is in Philadelphia, with other offices 
in New York and Boston. The New York 
office will be headed by Richard C. Deb- 
ler, recently a Lieutenant in Army Infan- 
try. The other son, Wm. J. Debler, Jr., 
who will head the Boston office, just fin- 
ished a stretch of service as Lieutenant in 
Marine Aviation. Oilheating products 
now marketed by the organization are 
General oil filters and Davis oilburner 
nozzles. 


Kres-Kno Has Quebec Plant; 


Adds Pressure Burner Line 


KRES-KNO MEG. CO., has announced the 
opening of a new plant in Quebec, Can- 
ada, to manufacture the Kres-Kno line of 


vaporizing oilburners. This company has 
just added a newly designed Powermatic 
pressure type burner to its line of vapor- 
izing equipment for domestic and com- 
mercial use. 

New facilities also include expanded 
facilities for the production of the Perco- 
Flash water heater line for domestic use. 


Torrington Shows Fan Data 


SPECIFICATIONS AND PERFORMANCE on 
two new 24-in. fans in the four-blade 
“Standard” design are among the 134 
fans ranging: from 3-in. to 48-in. diam- 
eter listed in the Torrington Mfg. Com- 
pany’s new Aristocrat fan blade catalog 
now being distributed. The book demon- 
strates the difference between NEMA 
and NAFM performance ratings of pro- 
peller type fan blades. Both types of rat- 
ing are shown side by side for each of the 
fans which it is practical to use either in 
free air (NEMA) or under pressure 
(NAFM). 


Chase Booklet on Copper 
For Radiant Heating Jobs 


CHASE BRASS & Copper Co., Waterbury 
91, Conn., has issued a booklet “Chase 


Copper Tube for Radiant Heating,” out- 
lining the calculation, design and instal- 
lation of radiant heating systems. The 
book, distributed without charge to men 
in the heating business, is divided into 
three mail sections: Theory and Applica- 
tion, Technical and Design, and Copper 
Radiant Heated Structures, showing 
typical jobs where copper was used. 

Tables and illustrations show the theory 
and installation practice recommended 
when copper tube is used to carry hot 
water to radiant panels. Right and wrong 
methods of connecting panels are shown 
with several suggested layouts. 


Honeywell Purchases 
New Toronto Factory 


PURCHASE OF A NEW PLANT which will 
triple Canadian manufacturing facilities 
was announced by Harold W. Sweatt, 
president of Minneapolis - Honeywell 
Regulator Company. Located at Leaside 
on the outskirts of Toronto, the new fac- 
tory, which was purchased from Small 
Electric Motors (Canada) Ltd., already 
is in production, and currently is employ- 
ing 250 persons on the manufacturing and 
assembly lines. 










Over a third of a Century 


] 


FAITHFUL PERFORMANCE 






HEATING e COOKING e HOT WATER @ INDUSTRIAL 


88 


KRESKY offers future 
profits to DEALERS 


A pioneer among oil burners Kresky finds such 
an unprecedented demand today that we are 
forced to limit shipments to old established 
dealers. Nevertheless new franchises are being 
granted now to farsighted dealers who see in 
Kresky’s present oversold condition the prom- 
ise of future opportunity. x The versatile 
Kresky line is a year round money maker due 
to its wide applications — heating, cooking and 
industrial. It includes Conversion Burners, 
Floor Furnaces, Forced Air Units, Range Burners 
and Water Heaters. Write for Kresky Dealer Plan. 





Listed by 
Underwriters’ Laboratories, Inc. 
To Burn No. 3 Oil 
{Diesel} or lighter 






KRESKY MANUFACTURING COMPANY 
Pioneers in Oil Burning Equipment Since 1910 
PETALUMA, CALIFORNIA 
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“You know the answer 
when the heat's on... 



















You know you’re right—with a Spencer. For Spencer has 
had the answer to heating problems since 1890. And expe- 
rience is a valuable teacher in this business. 


Satisfaction-in-use is reason aplenty why architect, engi- 
neer and tens of thousands of property owners recom- 
mend Spencer ... why many of the best known heating 
distributors in the industry sell Spencer. 


Today, Spencer offers a high performance, precision-built 
steel boiler for every type of heat—for every size of building. 
It builds not one but all types—the right one for each 
individual building requirement. You'll find it wise to select 
an efficient Spencer for your job. Write or wire for catalog 
and specifications today. 


\ p ii \ ( Ii k | i A (| ii Type “C”, jacketed steel Spencer illustrated above, 
ranges from 700 to 1950 sq. ft. of steam radi- 


ation. Compact in design, it is completely welded 
Division—The Aviation Corp.. Dept. F-5, Williamsport, Penn. to form one integral leak-proof tubular boiler. 
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The factory is located on approximate- 
ly three acres of ground, and has a rail- 
road siding and ample parking facilities 
for employees and visitors. It also will 
house sales and executive offices and serve 
as headquarters for all Canadian opera- 
tions. 

Under direction of W. H. Evans, gen- 
eral manager for Canadian operations, 
the new plant will make and assemble the 
major share of all of Honeywell's controls 
for the Canadian market. Manufacturing 
and sales operations formerly located at 
the company’s older facilities at 1177 Peter 


Street, Toronto, were terminated at the 
end of March and the transfer to the Lea- 
side location fully completed. 


National Rad. Buys New Plant 


NATIONAL RADIATOR COMPANY has pur- 
chased the Pullman-Standard Car Com- 
pany plant at Middletown, Pa., it was 
announced by Robert S. Waters, presi- 
dent. The plant will fabricate steel boil- 
ers for industrial and domestic purposes, 
pressure vessels, heat exchangers and 
other industrial products, formerly made 
at the firm’s Lebanon plant. The com- 

















FULL INSIDE DIAMETER RETAINED, even when partially reeled— 





the result of patented kinkproof construction and non-swelling "Syn- 


plastic" tube. 





GOODALL' 





““NEWTYPE CORD” FUEL OIL HOSE 


Getting oil from truck into custom- 
er’s tank is a much quicker, easier 
job with “Newtype Cord.” The oil 
flows faster, unretarded by kinks, 
flattening or reduction of the open- 
ing through the tube. Despite its 
rugged construction, the hose is light 


in weight, flexible, easy to handle; 
and the cover has plenty of resis- 
tance to dragging over curbs and 
paving. Sizes 1” to 2”, inclusive. 
Easily identified by the familiar red 


cover. 


Contact Our Nearest Branch for Details and Prices. 


THE GOODALL-WHITEHEAD COMPANIES 


Philadelphia * Trenton * New York * Chicago ° Pittsburgh * Boston 
Los Angeles * San Francisco * Seattle * Salt Lake City *» Houston as 


Factory—Trenton, N. J. 





Established 1870 





pany’s other five plants are located at 
Johnstown and New Castle, Pennsyl- 
vania, and Trenton, New Jersey. 

The Middletown property has up- 
wards of 300,000 square feet of floor area 
which will allow the company to increase 
its production of equipment used in the 
heating, chemical, petroleum and process- 
ing industries. The entire plant will not 
be put into operation at once due to 
needed reconversion. When working full 
capacity it will employ in the neighbor- 
hood of 1,500 people. 


York Appoints Ryan 


YORK CORP., York, Pa., has named the 
Ryan Plumbing and Heating Co., Syra- 
cuse and Watertown, N. Y.., as distribu- 
tor for its standard line of air condition- 
ing equipment up to 30 hp., refrigerating 
equipment up to 10 hp., and other com- 
mercial lines. Ryan, one of eleven dis- 
tributors for York in New York State, 
will cover Cayuga, Onondaga, Oswego 
and Seneca Counties. 


Iron Fireman Issues Report 


IRON FIREMAN’S annual report, recently 
issued from general offices at Portland, 
Ore., shows net sales of $1'7,262,182.28, 
with a net profit of $776,876.51 after 
taxes in the U. S. and Canada totalling 
$2,003,370.20. The net profit was the 
largest in the company’s history, exceeded 
only in 1943. The company has earned a 
profit every year of its history and has 
paid dividends on its stock every year 
except 1932. 

The 24-page report shows some of the 
company’s operations, including a part of 
the production line for its new Vortex 
oilburner. 


Bulletin on Insulators 


BULLETIN NO. 745, describing the use of 
AlSiMag 42 for oilburner ignition insu- 
lators, has just been released by the 
American Lava Corp., Chattanooga ), 
Tenn. 

The electrical-mechanical properties of 
AlSiMag 42 are fully set forth as well as 
the various standard and special sizes in 
which these ignition insulators are avail 
able. 

These insulators are Underwriter’ 
Laboratories listed and can be used with 
electrode assemblies employing trans- 
formers rated at 12,000 volts secondary, 
or with transformer secondary assemblies 
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rated at 15,000 volts with the center tap 
grounded. 


Cities Service to Spend 


50 Millions on Construction 
AT THE ANNUAL MEETING of stockholders 


held in Dover, Delaware, W. Alton Jones, 
President of Cities Service Company, an- 
nounced that plans are under way to ex- 
pend approximately 50 millions in new 
construction, refining and natural gas fa- 
cilities as soon as manpower and mate- 
rials become available. The operating 
subsidiaries of Empire Gas and Fuel Com- 


pany have their engineering plans ready 
for programs of expansion and improve- 
ment to the amount of $43,000,000. One 
of such operating subsidiaries, Cities 
Service Oil (Del.), will, as soon as condi- 
tions warrant, start upon the construc- 
tion of new refining facilities in the Chi- 
cago area, the initial cost of which is esti- 
mated at $18,000,000, which will give the 
Company system a capacity for process- 
ing in excess of 130,000 barrels per day 
by the most modern refining facilities. 
Other improvements will include new 
service stations and super-service stations 





THERCO Builds Reputation 


Fo 23 YEARS, precision-built Herco Oil Burners have been 
famous for dependable, oil-thrifty performance. Their 
fine reputation has made them profitable, good-will builders 
for dealers all over the United States. And remember, these 
Hercos are coming to you just as fast as we can make them— 


without skimping on quality. 


HERCO 


The Oil- Thrifty 
OIL BURNER 


Western States Representatives: 
Harold Winningham & Co. 
Main Office: ||12 Second St., Seattle, 
Washington 

San Francisco, Los An- 
geles, Salt Lake City, Denver and 
El Paso 


HERCO OIL BURNER CORP., Lancaster, Pa. 


Branches in: 
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of a new and modern design throughout 
the area served by the company. 


Shows York Steam Generators 


A NEW 12-PAGE BOOKLET entitled “Facts 
and Figures” has been issued by the In- 
dustrial Division of York-Shipley, Inc., 
York, Pa. The booklet covers the case 
history of an installation of a Steam-Pak 
Generator, manufactured by York-Ship- 
ley in a prominent.dairy. 

Attractively printed in green and 
black, the booklet shows how the Steam- 
Pak Generator handled the varying load 
requirements for high pressure process 
steam and low pressure heating steam, by 
furnishing steam at a steady pressure, re- 
gardless of the demand. 

One of the features of the piece is a 
series of fuel comparison charts with 
which the costs of oil for heating purposes 
are compared with other fuels. 

The York-Shipley line of Steam-Pak 
Generators runs from 15 to 100 hp. using 
Nos.3, 5, or 6 oil, available for either high 
or low pressure steam. 


M-H Opens Providence Office 


MINNEAPOLIS-HONEYWELL has opened a 
district office at Providence, R. I., accord- 
ing to an announcement by Arnold 
Michelson, vice-president. The new of- 
fice, will be operated as a sub-office of the 
Boston branch and will be under the man- 
agement of Warren G. Jennings, resident 
vice-president in charge of the New Eng- 
land sales territory. 

While plans call for expansion of the 
Providence office in the near future, pres- 
ent personnel will include W. M. Fritsch, 
of the heating controls division; James J. 
Desonie, industrial sales division; Wallace 
Weaver, industrial service, department, 
and John Pilling, heating controls service 
department. 


Harvey Wins Safety Award 


SID HARVEY, INC., Valley Stream, N. Y., 
have been awarded Honorable Mention 
in the Accident Reduction contest spon- 
sored by the State Insurance Fund in 
which there were over 2,300 contestants, 
according to Lawrence Harvey, Vice 
President. 

They placed third in the Metal Prod- 
ucts-Light Group and will be presented 
with a plaque at a dinner at the Hotel 
Commodore on May 23, 1946. 
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1941-1942 SPECIFICATIONS 
BOOK OF OIL BURNERS AND 
FUELOIL 

Gives specifications for 2200 models 
and makes of burners by 237 manu- 
facturers. Gives grade of oil offi- 
cially specified for each burner, 
method of atomization, air source, 
ignition data, oil feed, gph rating 
Md WORN THOR 66 caves ve eines 50c 
(Bulk purchase prices on request.) 


“Oilburner Combustion Cham- 
bers.” Complete and concise study, 
illustrated with charts, illustrations 
and reference tables. Text covers 
both precast and those built on-the- 
i: BREE wins ie annnwnnewe 50c 


“Degree Day Handbook.” Useful 
for computing oil consumption by 
the degree day method ...... $3.00 


REDUCING FUEL OIL BILLS 
This booklet will help you show 
homeowners, in a language they 
can understand, how you can save 
them money. Minimize your cus- 
tomers’ oil bills and make a real 
profit with the right kind of ser- 
TORTS eee eT eer TT 50c 


_ THE A TO Z OF 
Oz 

This invaluable booklet shows you 
how you can test your customers’ 
burners by modern methods ob- 
taining a high COs rating and a 
low stack temperature. Be efficient 
and use this up-to-date booklet in 
your service work .......... $1.00 


Oil Burners, by Kalman Steiner, 
includes discussion of fundamental 
and advanced engineering and 
methods of oilburner design, con- 
struction, installation, operation 
and maintenance. Covers’. the 
characteristics, specifications, com- 
bustion, handling, and applications 
of fueloil. 436 p., manv_ tables, 
charts, pictures ........ $5.00 each 


“Short Cuts to Heat Loss Data.” 
When you’re figuring heat loss you 
can save time by using this accu- 
rate, easy method getting fast re- 
sults without lengthy figuring 25c 


“Basic Service Text for Pressure 
Type Burners.” This manual has 





been prepared by G. T. Kaufman, 
technical secretary of the Oil Heat 
Institute of America, and is intend- 
ed for basic training of installers 
and service men in residential oil- 
heating. It is alsoa useful referencé 
source for those who have com- 
pleted the training courses. Chapter 
heatings include: Oilheating, Oil- 
burner Installation, Tanks and Pip- 
ing, Pumps-Valves-Strainers, Fans, 
Nozzles, Motors, ‘Transformers, 
Ignition Systems, Controls, Boilers, 
Gravity and Forced Warm Air, 
Heating Load, Water Heating, 
Combustion Chambers, Chimneys 
and Draft, Testing Efficiency, 
Maintenance, Service Procedures. 
A good, elementary book. Quiz 
questions given after each chapter. 
Pocket size. 216 pages. Pap 

MN... ccndcihesvewwedeel $2.00 


“Showdown; Oil vs. Gas Cost.” 
Here in a 4-page booklet is the un- 
biased story of just what a group 
of bill-weary consumers found out 
about gas heating costs, and why 
many of them have switched to 
CA. wagiewncinlkeqin Ge aves Price 25c 


“Installation Cost Sheets.” Form 
for keeping an accurate record of 
the costs on each _ installation. 
Helps protect profits by showing 
exactly how much the installation 
expense is on each job. Size 8 x 
21% folded twice to fit 8% x 11 
binder . . . 100 sheets $8.25; 200— 
$9.15; 300—$10.00; 500—$11.85. 


“Operating the Automatic De- 
livery System.” Operation and re- 
finements of a simple card system 
which tells to the day when a cus- 
tomer needs oil. Based on degree 
days. Organizes work of men and 
TWEED sew vsaeeekeens 50c each 


“BETTER OILHEATING” 


Nearly 100 text pages and 125 
illustrations besides many tables 
and charts and short service hints. 
Bound in heavy paper. 84” x 11”. 
Covers trouble-shooting, field re- 
pair and efficiency testing to save 
oil. Valuable book for individual 
study or supplementary text for 


Because of the thousands of small orders we receive, we ask that cash, 
sent with all orders. If you wish to order C.O.D., an extra charge of 10% is made to cover shipping and 


collection fees. 


FUELOIL & OIL HEAT ° 
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service schools. For all dealers, 
service and installation men. Many 
topics cover: fireboxes, draft, wir- 


ing, motors, controls, nozzles, 
pumps, baffles, efficiency, heating, 
FE ee eer ah, ee) Oe $2.00 


MISCELLANEOUS REPRINTS 


“Servicing One Pipe Steam Sys- 
tems”—4 pages of practical hints on 
radiator air valves, boiler accessor- 
ies, balancing systems, etc. ....25c 


“Profits Mandatory” — An anal- 
ysis of company operations in the 
house insulating business ..... 10c 


“How You Can Insure Hot Wa- 
ter” — Valuable hot water hookup 
I is os ities oe eee 10c 


“Pump Hum—Its Cause and 
Cure”—The best thing of its kind 
ever published anywhere ...... 10c 


“Brass Tacks of Combustion Test- 
ing” — Gives complete illustrated 
causes for low COz and high stack 
temperature, with practical sugges- 
tions for finding them and curing 
them. Widely praised by the indus- 


PE ee ee eer. 25c 
“The Degree Day—What It Is 
and How To Use It” ......... 10c 


“Complete Burner Service In- 
cludes Precautions Against Trou- 
ble”—This is extremely valuable in 
planning service business ...... 10c 


“Block That Loss” — Discusses 
firing rates under wartime condi- 
int as andi Pee ee eee 5c 


“Oilheating Starts Back” — 16 
page statistical section from the 
January, 1946 Annual Statistical 
Issue. Excellent comprehensive 
picture of industry activities . . . 50c. 


“Consumers Talk About Fuel”—a 
12-page report on what reporters 
for FUELOIL & OIL HEAT 
learned by discussing fuel prefer- 
ences and opinions with 1,438 fami- 
lies in 20 selected cities ....... 25c 


“Tomorrow’s Fuel in Today’s 
Burners”—Useful 4-page technical 
discussion. With heavier distillates 
ahead, burners can be adapted—25c. 


stamps, money orders or checks be 


232 MADISON AVENUE 
NEW YORK CITY 16, N.Y. 
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Timken’s Largest Meeting 
THE LARGEST DEALER meeting in the his- 


tory of Timken Silent Automatic was 
held in Philadelphia at the Benjamin 
Franklin Hotel, Wednesday, April 24th. 

Principal speakers were W. F. Rock- 
well, President; T. A. Crawford, Gen- 
eral Manager; and Mr. A. Powers, Chief 
Engineer. M. F. Robbins, Regional Sales 
Manager, was master of ceremonies. 

Mr. Rockwell revealed facts and fig- 
ures on Timken’s war production which 
placed the corporation as one of Amer- 
ica’s vital suppliers of war goods, and 
lauded the dealer organization for its loyal 
service to users during the war emer- 
gency. ite assured dealers that Timken 
had made tremendous strides in engineer- 
ing, in research, in product development, 
and in plant facilities, which would en- 
able Timken and Timken Dealers to hold 
their position of leadership in the years 
to come. 

Mr. T. A. Crawford outlined the re- 
search that has been going on at the fac- 
tory continuously, and pointed out the 
effect of this research in the new Timken 
products. He cautioned dealers there 
would come a day when selling would re- 
gain its importance in the picture. 

“It’s raining dollars now,” he said, 
“and we have only forks to catch them 
with. This is due to conditions entirely 
beyond our control. But let’s not lose 
sight of the fact that the time will come 
when we all have to get down to business 











and sell! You must be prepared for that 
day. The way you treat customers and 
prospects now, the service you render, 
how well your salesmen are trained—will 
all have a bearing on the future. 

“The tremendous demand for goods 
now, in some respects, is an artificial de- 
mand. It is not uncommon for a person 
to have an order for an automobile on 
the books of from 2 to 10 dealers. The 
same holds true for many other articles, 
including automatic heating plants. As 
more and more deliveries are made, the 
so-called bank of unfilled orders may 
shrink surprisingly fast. 

“We are doing everything humanly 
possible at the factory to build as much 
as possible. We will not sacrifice quality 
to speed deliveries. We have the largest 
bank of inventory on hand in the oil 
burner division in our entire history. Yet, 


Cole-Sullivan Changes Name, 
Acquires Larger Factory 
COLE-SEWELL Engineering Co. is the new 
corporate name of the former Cole-Sul- 
livan Engineering Co., St. Paul, makers of 
barometric draft controls. The company 
has outgrown its old quarters and has pur- 
chased the much larger building illus- 
trated, in the industrial district between 
the Twin Cities. The new plaat is on 
trackage, providing better shipping fa- 
cilities. 
because of the peculiar circumstances 
which exist today, many of the burners 
that we ship out today contain parts 
which were received only yesterday. We 
hope this condition will be corrected soon. 
On the strength of it, we cannot promise 
you deliveries on exact dates. We can 
and we will say, ‘We'll do all in our 
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Series G Series H 


Series A 8 
Gas-Fired, Steel Gas-Fired, Steel Gas-Fired, Utility — 
Air Conditioning Unit Gravity Unit Steel Air Conditioning Unit 


Revolutionary features are built into every 
Luxaire ... features that have "eye appeal’ 
—"buy appeal''—features entirely new to 
the heating and air conditioning market. 


And most important — Luxaire gas-fired 
equipment has passed the latest stringent 





SERIES 8000 
Oil-Fired, Steel Coal-Fired Steel — 
Air Conditioning Unit Air Conditioning Unit 





requirements of the American Gas Associa- 
tion. 


These distinctive Luxaire features are auto- 
matic salesmen. They sell Luxaires . . . they 
increase Luxaire dealer's profits. 





SERIES 700 SERIES C 
Coal-Fired, Steel Coal-Fired, Cast 
Gravity Furnace Gravity Furnace 


THE C. A. OLSEN MANUFACTURING CO. ELYRIA, OHIO 
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power to deliver as many of these tine 
products to you as possible.” 

M. A. Powers, Chief Engineer, invited 
all dealers and their salesmen to compare 
the new Timken products with all those 
shown at the Exposition. Mr. Powers had 
seen 22 of the 23 Oil Burner Shows held 
to date, and expressed the opinion that the 
current show far exceeded any other 
previous one. 


Coleman Conducts Service Schools 
SERVICE MANAGERS and assistant man- 


agers of distributors for Coleman home 


heating appliances will attend the Cole- 
man Company’s Installation and Service 
school in Wichita, Kansas this spring and 
summer. 

Plans have been made to accommodate 
more than 200 trainees during the 12 
weeks the school will be in session. The 
first class of 10 men completed the course 
in April. The school is under the direc- 
tion of J. D. Eckles, manager of the Cole- 
man major appliance service division. He 
is assisted by service engineers acting as 
instructors. 

The school occupies a separate building 











TESTING 
TRANSFORMERS 











| Dongan high potential testing transformer for in- 

4 sulation break-down tests. Equipped with primary 

switch, pilot and safety light. Capacity 250 V. A. 
Primary 115 or 230 volts, 60 cycle. 


Dongan Spec. #7692A—Secondary 2500 volts 
maximum in steps of 100 volts. 


Donogan Spec. 


#7692B—Secondary 5000 volts 


maximum in steps of 200 volts. 


#7692C—Secondary 7500 volts 


maximum in steps of 200 volts. 


[ | Donogan Spec. 


Write for Complete Information 


ee DONGAN ELECTRIC MFG. CO. 


i 2981 Franklin 


The Dongan Line 
Since Nineteen-Nine 
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near the Coleman factory. Facilities in- 
clude classrooms, individual work benches 
and multiple installations of Coleman oil- 
fired water heaters, oil space heaters and 
both gas and oil floor furnaces. 

Trainees attend school several hours 
each day, for five days. They hear illus- 
trated lectures by service engineers and 
work on “live” models. Appliances are 
purposely tampered with to give students 
experience in “trouble shooting.” 

Representatives of the Minneapolis- 
Honeywell Regulator Company and Gen- 
eral Controls Company are cooperating 
with the program by giving special in- 
struction on heat regulating and oil con- 
trol devices. 

Upon completion of the course each 
trainee is qualified to give instruction and 
aid to his assistants and also conduct ser- 
vice schools for Coleman dealers. He will 
be assisted in this phase of the program 
by Coleman service engineers traveling in 
station wagons with special equipment for 
demonstration purposes. 

The school is described as one of the 
most ambitious undertakings in the com- 
pany’s long-time educational program 
and is expected to develop still greater 
customer satisfaction through proper in- 
stallation and service of heating equip 
ment. 


Davisbilt Truck Bodies 
in Long Island Merger 
THE DAVISBILT PRODUCTS Company, Cin- 
nati, Ohio, specialists in the design and 
manufacture of fluid carriers, are now 
affiliated with the Liberty Aircraft Prod- 
ucts Corporation, Farmingdale, L. I. 
In a statement issued by E. H. Malden, 
Executive Vice-President of Davisbilt 
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replacement 


Extra large cartridge holds from two 
to four times more solids, waxes, gums, 
moisture and microscopic particles 
than most oil filters .. . designed 
especially for dirty tank installations 


d wh rfine filtrati di tcl : 
antrides aT wer aad: ee 12890 Westwood Ave. Detroit” 23, Mich. 


DeLuxe Model 2A-300 Economy Medel 1A-25 


ANNOUNCEMENT 


William J. Debler & Sons, our 

Eastern Factory Representa- 

tives, invites you to visit their 

Booth No, 75 at the 

OIL HEAT INSTITUTE'S ANNUAL 
EXPOSITION 

Hotel Statler, Boston, Mass. 














June 24, 25, 26, 27, 1946 
Where GENERAL FUEL OIL FIL- 
TERS will be demonstrated. 












Single Bolt construc- 
tion provides for quick 
replacement of  cart- 
Steel ridge. 

no tools 
—— 
mena For average burner not using heavier than 
No. 3 oil—especially suitable for vapor- 
izing or pot type ... ample size for full 
season—the rate and dirt capacities com- 
pare favorably with many filters which 
are much larger in size. 


of 
cartridge. 















literature and complete information. 


GENERAL FILTERS, Inc. 











GENERAL FILTERS may be installed anywhere in the fuel line, 
either at the burner (preferable place) or at tank. Send for 














RADIATION at a glance 


12x 18 
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DEALERS @ SALESMEN @_ ESTIMATORS! 


0 (} () bo Fad need this time-saving book to give you the answers quickly, and without measur- 


STEAM AND HOT WATER RADIATION REQUIRED FOR EVERY ROOM FROM 
5 x 5 to 20 x 30 FT. A SINGLE VOLUME OF 175 TABLES 
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OSS Gul 
DE This pocket-size book shows the required radiation for all rooms of ordinary size with 
from one to three windows, one to three exposures, and every combination of walls 
exposed. Figures are based on calculations the space by the Btu method on a 0° 
to 70° design temperature. A table shows corrections for other design temperatures. 


Other sections of the book show the square feet of radiation in each section of radi- 


ators of various styles and designs. A wealth of information on required radiation that 
can be carried easily in a pocket or brief case, or used as a desk reference. 


BEACON RADIATION REFERENCE BOOK AND HEAT LOSS GUIDE 


Ready for delivery about June 1, 1946 


Order Your copy today: Check or money order with order: $3.00. If sent 
COD: $3.25. We ask that you send your check if at all possible, as we 
wish to avoid bookkeeping on the thousands of book orders we receive. 


HEATING PUBLISHERS, Inc., 232 Madison Ave., New York City 16 
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Compiled by 
EDWARD BECKENS TEIN 


Price $300 











Products Company, the reorganization Chairman of the Board and Acting Presi- Ind., manufacturers of flexible couplings, | Ed 
was made public. dent of the Corporation. Mr. Peoples and it will be known as Guardian Prod- | manz 

“The specialized engineering knowl- will serve without compensation. ucts Corp. sales 
edge and skill of Davisbilt has been great- L. Gillespie Erskine, former Chairman Gosh 
ly implemented and its productive capac- of the Board and President, who was re- Anchor Post Products, Inc. comp 
ity tremendously expanded by the addi- elected as a Director at the Annual Stock- ACCORDING TO an announcement by W. | cific 
tion of Eastern facilities. The new East- holders’ Meeting held on May 15, 1946, F. Brannan, President, the corporate | gusts 
ern plant where parts are being manufac- continues as a Director and also as Cone mame of Anchor Post Fence Co., Balti- | co, 
tured comprises 282,000 square feet of sultant to the Corporation. more, manufacturers of Fluid Heat oil- } and; 
the most modern machine tool equipped Carroll M. Baumgardner, Vice Presi- heating equipment, has been changed to j yinat 


space. Here also Davisbilt electric refuel- 
ers are made in standard capacities.” 
The members of the new board of di- 
rectors are: Oliver H. Payne, Chairman 
of the Board; J. F. Winchester; E. H. 
Malden; John A. Payne; Robert Simon. 
Executive officers are: E. H. Mal- 
den, Executive Vice-President; Leonard 
Duerr, Vice-President in Charge of Engi- 
neering; Erwin Schwartz, Vice-President 
in Charge of Production; Joseph S. Kell- 


dent, was elected Executive Vice Presi- 
dent, and all other officers of the Corpora- 
tion were reelected as follows: 

Frederick H. Blackmore—Vice Presi- 

dent ! 

Howard B. Steggall—Vice President 

Bruce B. Bender—Treasurer 

John C. Haas—Secretary 

The Board of Directors also reappoint- 
ed the following: 

Deane B. Loftus—Comptroller 


Anchor Post Products, Inc. 


New Moduflow Sales Plan 
Inaugurated at Philadelphia 
A NEW MERCHANDISING PLAN which will 
consolidate the promotion, sale and ser- 
vice program of Moduflow in Philadel- 
phia has been launched by Bryant Air 
Conditioning Corporation and Minneap- 
olis-Honeywell Regulator Company. 
As a major distributor of heating 
equipment for many years, the Bryant 














er, Vice-President in Charge of Purchas- Edward C. Haas—Assistant Comp- W 
ae ‘ company early recognized the merchan- 

ing; William T. Snyder, Ass’t Secretary troller ee: hae fe from 
‘ . ; dizing possibilities of Moduflow and or- 

and Ass’t Treasurer. Paul H. Austin—Assistant Treasurer : ' neer 

ganized a special department for the in- Yor! 

U. S. Radiator Corp. Elects Guardian Name Change stallation and service of this new heating | *° 

AT A MEETING of the Board of Directors §v. E. MALMFELDT has announced that he control equipment. Realizing that many i 

held Thursday, May 16, 1946, Wesley J. has incorporated the business of the dealers are not in a position to install i 

Peoples, Detroit Industrialist, was elected Guardian Utilities Co., Michigan City, (Continued on page 100) “ 
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mis) gor EVERY HEATING NEED! 


Heavy-duty industrial units! House heaters designed for use 
with hot water, steam or hot air systems! Burners for conver- 
sions and replacements! Completely “packaged” units ready for 
installation. Water heaters . . . big ones for hotels, hospitals, 
factories . . . smaller ones for private homes, restaurants, etc. 
Range burners! Bake-oven burners! 








momma 








AVH Heavy-Du 


for large industria 





BURNERS 


installations. 


ECONOLUX 150-V, a 
“‘packaged”’ heat - and - hot - 


water unit. 





They are all here at your disposal in the Johnson line up... a 
model and size and capacity for every heating problem you 
may have to meet. 





Johnson Oil Burners are time tested and proved. Their excep- the 

tional efficiency has been demonstrated in thousands of installa- Rob 

tions dating back to 1903. Their fuel economy, their faithful- pro 

ness and their lasting-power are a matter of record, not theory. ban 

Out of our 43 years of experience, we have learned how to build Res 

Oil Burners that you can sell with pride and profit. 

It will pay you to find out if there is a Johnson dealership fran- R 

chise open in your vicinity. We will gladly let you know. ope 

busi 

AQULUX WATER  BANKHEAT BURNERS, wide- | . gan 
» nay See — and AaB conversions and re- Ol f | ot, { 
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S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. C 


Builders of fine Oil Burner Equipment since 1903 401 No. Broad St., Philadelphia 8, Pa. ad 
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Edward T. Layport has been appointed 
manager of the Berkeley, Calif., branch 
sales office of Penn Electric Switch Co., 
Goshen, Ind., one of three new offices the 
company has recently opened on the Pa- 
cific Coast. Mr. Layport, formerly an in- 
dustrial engineer for Continental Can 
Co., also has had experience in heating 
and refrigeration with Frigidaire and Kel- 
vinator. 





Krack 


Layport 


William H. Krack, recently returned 
from overseas and formerly a sales engi- 
neer for Detroit Lubricator Co. at New 
York, has been named manager of the 
new Los Angeles branch for Penn. A 
graduate of Purdue University, Mr. 
Krack was a Captain of Field Artillery. 


John C. Reed has been named manager 
of research and product development for 
American Radiator & Standard Sanitary 
Corp., Pittsburgh, after being connected 
with the company since 1929, when he 
started in the engineering department at 





Reed 


Daly 


the Louisville works. At the same time, 
Robert E. Daly was appointed director of 
product engineering. He joined the com- 
pany in 1917 at its Institute of Thermal 
Research, Buffalo. 


Ray E. Eldridge, who for many years 
Operated a retail oilburner and service 
business in Framingham, Mass., has or- 
ganized a pump service station with a 
control and parts repair department and 
a wholesale supplies store in Framingham. 


Charles L. Cronin, who operated a 
wholesale oilheating supply business in 


the Boston area before the war, and who 
has been out of the industry during the 
war years, has again opened a similar 
business at 78 Webcowett Road, Stone- 
ham, Mass. 


Frederick T. Ketchum, plumbing and 
heating engineer, has been named assist- 
ant director of the Building Materials Di- 
vision of CPA in Washington. He was 
with WPB from 1941 to 1944, when he 
left to join Caloric Gas Stove Works, 
Philadelphia. 


Leslie A. Evelyn, recently resigned as 


a Lieutenant Colonel from the armed 
forces, has returned to Refractory & In- 
sulation Corp., New York, as a special 
representative to contact distributors. Mr. 
Evelyn formerly was in the Philadelphia 
territory for the company before entering 
the service. 


J. M. Bennan has returned to the Jef- 
ferson Electric Co., Bellwood, Ill., after 
two years Navy service as a Lieutenant. 
Formerly sales manager of the company, 
Bennan is now vice-president and secre- 
tary. R. A. Hoagland has been made vice- 
president and general sales manager. 
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Neogzle Kits 


Invaluable to any oil burner service 
man. These nozzle Kits (both pocket 
size and larger) have everything 
necessary for oil burner servicing. 
Tools and nozzles are compactly ar- 
ranged and protected from damage. 


SMALL... 1t 21 important! 


In an oil burner, the nozzle must 
be With EDCO’S 
standard oil burner nozzles, you 


dependable. 


are assured of quality, uniformity 
and performance. Each nozzle is 
tested for spray angle, atomization 
and actual rated capacity. The su- 
periority of EDCO nozzles has 
been proved by experience — ac- 
claimed by oil burner manufactur- 
ers and dealers all over the world. 





ETAL SPECIALTY 


EDDINGTON, PENNA. 
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P’'ve been working on the Rail- 
roads and in In- 
dustrial Plants 
for a long time. 


I’m now ready 
to work for you 
with RC Prod- 
ucts having an 
established rep- 
utation for re- 
sults. 





RC SLUDGEOUT 


Removes and prevents 
sludge formation. 
Eliminates condensation 

and moisture. 


Lines tank walls and 
feed lines with pro- 
tective coating against 
caustic action. 


RC SOOTOUT 


Removes the most com- 
mon cause of heat 
transfer loss in oil 
fired boilers safely, 
economically. 


Keeps heating surfaces 
metal clean. Will not 
harm _ equipment, 
hands or clothing. 





Having Trouble With Leaks? 
Use RC Oil Seal 


Seals tight against pres- 
sure. 


Remains semi-plastic. 


Not affected by vibra- 
tion or temperature. 








C sommes | 





Ridgefield Chemical Products 
Company, Incorporated 
Ridgefield, New Jersey 


Distributed Exclusively in 
Greater N. Y. and Conn. by 
VIN'S 
Oil Burner Parts & Supply Co. 
3614 E. Tremont Avenue 
New York 61, N. Y. 
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| Honeywell's John R. Bergan addresses Bryant Group. 


| Moduflow because of the lack of experi- 
enced or trained manpower, Bryant has 
made available this special department to 
assist them. 

Plans for the campaign were outlined 
at a meeting arranged by the Bryant com- 
pany. J. M. Traugott, president and gen- 
eral manager, emphasized that the com- 
| pany would sell Moduflow only to recog- 
nized heating and plumbing outlets, either 
|on the installed basis, including service for 
lone year, or on a package (over the coun- 

ter) basis. 

A three-day sales and service forum for 
personnel of the participating dealers was 
conducted by Honeywell, with Mr. Trau- 
gott assisting. Arnold Michelson, Honey- 


well Vice President, made the keynote ad- 
dress, outlining the advantages of the new 
merchandising program, and John R. 
Bergan, Honeywell’s eastern sales man- 
ager for Moduflow, described the devel- 
opment of the equipment. Technical 
training was given by Harry Grossman 
and Joseph M. Bierwirth, of the Honey- 
well staff. 

George L. Miller, of the Bryant com- 
pany, will be in charge of the merchandis- 
ing campaign as Sales Manager of the 
heating and control division of the com- 
pany. He will be assisted by three sales 
engineers, William Prizer, Larry Yost and 
John Whipps. Burton M. England heads 


the installation and service department. 








They'll Do It Every Time 


By Jimmy Hatlo} 
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Eckhart Mfg. Plans New Plant 


ECKHART MFG. CO., Roselle Park, N. J., 
manufacturers of Silent Korth Oilburn- 
ers, is planning to erect a large modern 
plant on West First Ave., Roselle, N. J. 
(across the tracks from Roselle Park) for 
the manufacture of a complete line of air- 
conditioning furnaces. 

Gordon L. Cheasley, former vice-presi- 
dent of Thatcher Furnace Co., will be in 
charge of engineering and development. 
Hilmer F. Rodler will be in charge of 
production. 


7 


Cast Iron Boiler 


Prices Raised by OPA 


BOTH MANUFACTURER and user prices for 
cast iron boilers, boiler jackets and repair 
parts went up on the average about 15 
per cent, and user prices for cast iron 
radiators four per cent, as a result of 
wage-price increases granted by the Of- 
fice of Price Administration May 21. 

Resellers of the boilers and repair parts 
are permitted to increase their existing 
ceiling prices by the full percentage 
amount of the manufacturer increase, but 
on radiators, dealers are held to a dollar- 
and-cent pass-through, OPA said. Addi- 
tional dealer absorption is considered im- 
possible under the earnings standard, the 
agency said. 

This action, which is effective May 
21, 1946, gives manufacturers some addi- 
tional relief by permitting them hereafter 
to pass on certain transportation charges. 
Since March 1942, manufacturers have 
been paying all freight costs on shipments 
of 200 pounds or more. From now on they 
need pay only the first 60 cents per hun- 
dredweight, and buyers will pay the rest, 
if any. 

Buyers have always paid full freight on 
smaller shipments, and will continue to do 
so, OPA said. 

The manufacturer increases allowed to- 
day, together with others previously al- 
lowed, aggregate 41 per cent over Octo- 
ber 1941 prices in the case of radiation, 
and 2714 per cent in the case of boilers 
and parts, OPA estimated. 


© 


Donald French, vice-president, has 
been placed in charge of the engineering 
division for Carrier Corp., replacing Her- 


bert L. Laube, resigned. 
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From the user's standpoint, the patented, 
elongated design of the H.C. Little oil burner 
(below) is greatly superior to the round design 
of other vaporizing burners (left). The H. C. Little 
burner will operate on heavy, low-cost furnace oil at very high 
efficiency and with clean, smokeless combustion. In a round burner, 
the high initial oil temperature will “‘crack’’ heavy furnace oil, 
causing soot or hard carbon. In the elongated H. C. Little burner, the 
low initial temperature prevents ‘‘cracking’’, soot or hard carbon. 







110V—11V—3V 
Control and 
Ignition Transformer 


Safety Float 
id 


on 
Control Valve 





650° 500° 426° 315° 
Complete 60% 20% Oil 

Vapor- Vapor- Vapor- Temper- 
ization ization ization ature 


Actual test results on Size #2 H.C. Little Oil Burner burning #3 furnace oil (27° Diesel oil) at full load. 


A—Oil is admitted here, spreads out over bottom of burner and is heated and vaporized. 
B—Exclusive, patented 3-Volt Hot Wire Electric Ignition System. C—Primary Air Ports for 
premixture of air and oil vapors before combustion. This premixture produces a rich, soot- free gas. 
D—Secondary Air, admitted through space between upper and lower burner rings, completes 
process necessary for perfect combustion without soot or smoke. E—Prepared gases burn here. 


EXCLUSIVE, PATENTED 3-VOLT ELECTRIC IGNITION SYSTEM 


H. C. Little Electric Ignition is simple, reliable, safe, 
economical—and truly automatic. It is not a hi-low fire 
method and has no pilot light. The burner either operates 
or is shut down completely—no fuel is wasted by a pilot 
fire. The low voltage current consumes very little energy, 
creates no noise or radio interference. 





Established dealers still 
have first call on our 
output, but we suggest 
you write and find out 
the possibilities for the 
fairly near future. 


ECL 


Dept. 6 


Factory Representatives 


in Principal Cities E R Cc  @ ] e 


The Greatest Name San Rafael, Calif. 
in Low-Cost Automatic Oil Heat for Small Homes 
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> ANNUAL CRUDE-OIL RESERVES AND DISCOVERIES IN THE UNITED STATES 
= (Figures are in thousands of barrels of 42 gallons) 
ne tive : 
N 
= January 1 Accumulated Annual New the . 
= Accumulated Proved Production Discoveries more 
Pe Discoveries Reserves up to and New Annual 
. Year up to January 1 January 1 Developments Production “Wi 
rs (1) (2) (3) (4) (5) char 
. S e = e to b 
= (Add 000 to all Figures in this Table) a 
pa | 1857-1899 inclusive eee e eee eens eee ees 939,984 FT pay: 
@ 1900 3,439,984 2,500,000 939,984 463,621 63,621 d 
a 0 1 
& = 1901 3,903,605 2,900,000 1,003,605 169,389 69,389 youl 
~ 1902 4,072,994 3,000,000 1,072,994 288,767 88,767 be s 
Li yes 1903 4,361,761 3,200,000 1,161,761 300,461 100,461 
2 1904 4,662,222 3,400,000 1 262,222 317,081 117,081 pan: 
proce. A $ 1905 4,979,303 3,600,000 1,379,303 334,717 134,717 “Pr 
@ 
be = 1906 5,314,020 3,800,000 1,514,020 126,494 126,494 mor 
a 1907 5,440,514 3,800,000 1,640,514 266,095 166,095 pay 
Li 1908 5,706,609 3,900,000 1,806,609 278,527 178,527 
o. 1909 5,985,136 4,000,000 1,985,136 383,171 183,171 lem 
fee] bas 1910 6,368,307 4,200,000 2,168,307 509,557 209,557 it ri 
i=) 
Pm | i911 6,877,864 4,500,000 2,377,864 720,449 220,449 | Of! 
1912 7,598,313 5,000,000 2,598,313 622,935 222,935 $22 
pos 1913 8,221,248 5,400,000 2,821,248 348,446 248,446 trac 
fob) 1914 8,569,694 5,500,000 3,069,694 165,763* 265,763 
= 1915 8,735,457 5,400,000 3,335,457 381,104 281,104 that 
fen ay hon 
Li co 1916 9,116,561 5,500,000 3,616,561 700,767 300,767 abo 
1917 9,817,328 5,900,000 3,917,328 335,316 335,316 
= — 1918 10,152,644 5,900,000 4,252,644 655,928 355,928 adc 
gore 1919 10,808,572 6,200,000 4,608,572 878,367 378,367 wo 
= | 1920 —-:11, 686,939 6,700,000 4,986,939 942,929 447,929 
i ) cut 
jee] a 1921 12,629,868 7,200,000 5,429,868 1,072,183 472,183 con 
= oD 1922 13,702,051 7,800,000 5,902,051 357,531* 557,531 
fae! 1923 14,059,582 7,600,000 6,459,582 732,407 732,407 an 
» Wei 1924 14,791,989 7,600,000 7,191,989 613,940* 713,940 try 
— emi | 1925 ~——-15,405.929 7,500,000 7,905,929 1,763,743 763.743 | 
ou. gal 
we 1926 17,169,672 8,500,000 8,669,672 1,070,874 770,874 the 
1927 18,240,546 8,800,000 9,440,546 2,601,129 901,129 prc 
1928 20,841,675 10,500,000 10,341,675 1,401,474 901,474 
. 1929 22,243,149 11,000,000 11,243,149 3,207,323 1,007,323 en 
1930 25,450,472 13,200,000 12,250,472 1,298,011 898,011 in 
Q 1931 26,748,483 13,600,000 13,148,483 251,081* 851,081 ~ 
1932 26,999.564 13,000,000 13,999,564 85,159* 785,159 Vv1¢ 
eR 1933 27,084,723 12,300,000 14,784,723 605 ,656* 905,656 bu 
Ss 1934 27,690,379 12,000,000 15,690,379 1,085,065 908,065 4 
1935 28,775,444 12,177,000 16,598,444 1,219,596 996,596 T 
fo: 
8 1936 29,995,040 12,400,000 17,595,040 1,763,087 1,099,687 t 
a 1937 31,758,127 13,063,400 18,694,727 3,723,028 1,279,160 0 
SS 1938 35,481,155 15,507,268 19,973,887 3,055,233 1,214,355 an 
1939 38,536,388 17,348,146 21,188,242 2,399,828 1,264,962 af 
1940 40,936,216 18,483,012 22,453,204 1,894,717 1,353,214 
pe 
h @ © = 1941 42,830,933 19,024,515 23,806,418 1,967,009 1,402,228 of 
rT) i £ < 1942 44,797,942 19,589,296 25,208,646 1,880,142 1,386,645 
ee a2*2 1943 46,678,084 20,082,793 26,595,291 1,486,972* 1,505,613 or 
fem & o 1944 48,165,056 20,064,152 28,100,904 2,066,832 1,677,753 7e 
as y 
— Ss. ° ° 1945 50,231,888 20,453,231 29,778,657 2,084,685 1,711,103 i. 
bee c 
a> a. >: : 
Ga Brox 1946 52,316,573 20,826,813 31,489,760 Ae ¥ Se sauiias 2¢ 
S N= 220 : 
a x 
> “A <q 4 ” (1) Accumulated production up to January 1 plus proved reserves as of January 1. ur 
on a> oz (2) Figure for 1936 is estimate of The Lamp—Standard Oil Co. (New Jersey); all others from 1935 to th 
o = 1944 are estimates of the American Petroleum Institute’s Committee on Petroleum Reserves. Figures for 
a = a} <= = years previous to 1935 are estimates of the Department of Statistics, but are not based on geological surveys. ar 
a Q. =o & Ee (3) Accumulated discoveries up to January 1 minus proved reserves as of January 1—column 1 minus column 2. b 
ee r S 44 (4) Proved reserves of following year minus proved reserves of current year plus production of current year. e 
a. Ed av) (5) Federal Bureau of Mines. aa) 
- 
“oO = ‘a < * In each of these years production exceeded new discoveries, due to some general economic or industry price fc 
ol situation as a rule. In 1932 the outlook for future supply might have been particularly gloomy if based on m 
the ratio of production to new discoveries. Yet further discoveries of 26 billion barrels in the 14 years since 
then are equal to total discoveries in the 75 years before 1932. m 
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Oilheating Trends 
(Continued from page 11) 


tive side than the positive; in other words, 
the dealers who oppose such planning had 
more to say. Typical are these comments: 
“We do not believe in any universal 
charge as feasible; would definitely have 
to be forced into it; scarcities, labor un- 
certainties, etc., prohibit anything but just 
payment for services rendered”... “We 
do not agree on an annual charge, but 
your idea of a margin on fueloil would 
be swell, provided however that all com- 
panies would do it and not cut prices”... 
“Free or flat rate service brings many 
more calls per user than if they have to 
pay by the call”. . . “If the service prob- 
lem is to be cleaned up, for Pete’s sake fix 
it right this time”. . . “I can’t see any part 
of universal burner service. I think the 
$22 which we charge for our yearly con- 
tract is plenty cheap”. . . “Indications are 
that the average annual requirements for 
homes has dropped from 2,000 gallons to 
about 1,800 gallons” . . . “I don’t believe 
adding to oil price is the answer, for it 
would encourage smaller distributors to 
cut prices. A universal service and parts 
contract for $22 to $25 a year would be 
a more realistic approach”... “Are you 
trying to freeze the strictly oilburner or- 
ganizations, the non-oil handlers, out of 
the burner business by encouraging non- 
profit service?” . . . “Wider margins will 
encourage price cutting; too many outfits 
in our industry just hate to make a legiti- 
mate profit” . . . “It costs as much to ser- 
vice a 1,000 gallon a year customer as one 
burning several times as much” . 

“Twenty years ago we charged $50 a year 
for service. 15 years ago we charged $25 
to $35. 10 years ago we gave free service 
and lost over $10,000 a year taking care 
of the whines, complaints and ‘noises’ of 
people who went crazy taking advantage 
of free service, when actual service was 
only one out of every five calls. Five 
years ago, with freé service stopped, we 
operated in the black for the first time in 
20 years. Service men now average $65 
a week; car expenses are higher and it is 
impossible to give a year’s service for less 
than $10, plus furnace cleaning charges, 
and even then the number of calls should 
be limited to two, three or four a year” 
... “Many customers would rather pay 
for good service when needed. A few 
months ago it was hard to get good service 
men; now for some reason the territory 
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"Pccounts" Bor Every Gallond 


-.. from tank car to storage to tank truck to customer. 
+». assures full profit from every transaction. 





The Bowser Fig. 440 ROTOROL is a precision rotary meter of 
high capacity for either pump or gravity installation. Op- 
erates in either direction of flow—horizontally or vertically. 


Write today for complete infor- 
mation on Bowser equipment 
for distributors of liquid fuel. 


BOWSER, INC., 1330 Creighton Avenue, Fort Wayne 2, Indiana 
LIQUID CONTROL SPECIALISTS SINCE 1885 
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is flooded with poor men who demand big 
pay. The industry badly needs good 
schools available to new men, so they can 
learn from real oilburner instructors. 
Why is it that the type of men needed are 
not going into the oilburner business; is 
the work too dirty or too hard, or is it be- 
cause no one ever got rich in this busi- 
ness?””. . . “Not in favor of repair service 
of this kind; it’s detrimental to good mer- 
chandising” . . . “We are now doing and 
have from the beginning substantially 
what is being discussed. We find free 
service (no free parts) costs just about 
3/10¢ per gallon”... “Any plan of this 


kind is full of dynamite, not applicable 
to the Northwest”. . . “Starting with a 
new burner, $10 a year would probably 
be enough—not with worn out burners.” 

The final comment is particularly en- 
lightening because of its detail and cover- 
age of the problem. It comes from a 
prominent Eastern operator, a man recog- 
nized for ability in dealer management 
functions. It is reproduced in full, in 
the rough note form that ke sent it: 

Question 6 of April’s questionnaire is 
too important to deal with by direct 
answers on the questionnaire. 

Universal Service—Having heard you 
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es nozzles. 
TYPE A 

Hollow Cone Spray 
Gives best fire with most burners 


and combustion chambers. 
Fuller — Softer — Quieter 


DELAVAN 


DES MOINES Q9, 





HERE'S BALLOFFET NOZZLES 


DELAVAN 
ARE PREFERRED 


_ Delavan Nozzles are preferred by 
the oil burner industry because they are 
more uniform and accurate in ratings, 
since each nozzle is spray tested with 
an oil held constant in all variables af- 
fecting nozzles . 
duce fires which give better results, 
higher CO?, and greater economy... 
because all nozzles rated under 1.00 
GPH are also fire-tested, and all others 
are spot fire-tested ... 


BRASS BODY 


The famous Ballof- 
fet design incorporates 
body with 
stainless steel oil pas- 
sages. The brass body 
conducts the heat of 
the combustion cham- 
ber away faster, re- 
sulting in lower noz- 
zle temperature, less 
carbon, and less serv- 
ice to clean or replace 


For full details, 
write for Catalog 146. 
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“TYPE B 
Full Cone Spray 


Frequently improves combustion-pul- 
sations with some types of burner 
heads and installations. 


ENGINEERING CO. 


la A 


IOWA 





express your ideas. I feel I know what 
you mean by Universal Service. I won- 
der if those who have not would do so— 
I suggest “Over-all” as a better designa- 
tion. 
First as to Cost— 
In considering cost there are problems 
to be considered of 
1—Treatment of older burners 
2—Vacuum cleaning of heater and 
flues 
3—Keeping mechanical force (service) 
busy during summer months or lay- 
ing off and expecting to pick up 
enough men in fall 
4—-Rising wages and costs 
5—Orphan burners 


Careful examination of our records 
over a number of years indicates the fol- 
lowing facts as far as our business is con- 
cerned, and while I know that there are 
material differences in different sections 
of the country, I believe these facts apply 
pretty well to all operators in this area, 
except that again there is a marked differ- 
ence between the large and small opera- 
tor. Thus while the small operator fre- 
quently has little or no problem regard- 
ing summer lay-offs because his service- 
men are kept busy on installations, with 
us and other larger operators only about 
20% at most can be used in the dual func- 
tions. 

We service 11000 to 12000 burners; 
say for convenience 10000. 

Labor—A minimum of 25 men is 

needed to properly service 

10000 burners. Our labor cost 

for 12 months for 25 men is $ 75000 
Parts—Experience has shown 

that to provide parts and ma- 

terial under service contracts 

at today’s costs TSA Burners 

cost $2.15, Gun burners $3.25 

per season. Average $3.00 per 

burner. (obtained by dividing 

number of burners serviced in- 

to cost of parts) 
Right at this point the cost ex- 

ceeds the proposed $10 income. 

In addition we have these 

costs: 

Taxes and Insurance 5% of 

selling price ..........++- 

Gas and oil for servicemen’s 

REE ME PAT ee ae 

Use of servicemen’s cars at 


$1.00 per day .........-- 
(Table continued next page) 
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Management and Clerical ex- 


VS ae Dare See 10000 
Stationary and Postage, Light, 

Heat @ Rent... 05-025. 4600 
THN fois os aes. 2400 
Miscellaneous ............- 1625 

$130000 


or $13.00 actual cost today. If costs of 
labor and material continue to increase, a 
year from now this will be at least $14.00. 

It would seem therefore that at least 
$15.00 is needed. 

In the above figures the cost of parts is 
based on our plan of inspecting all new 
service contracts before accepting and re- 
fusing any needing major parts repairs 
until these have been done and paid for. 

We believe in vacuum cleaning heaters 
and under the above program could be 
able to keep our entire service force busy 
all year and the cost of man power pro- 
vides for this. For smaller dealers, sum- 
mer cleaning may provide a problem. 

If a program such as you advocate were 
to be put in effect “universally” it would 
mean the elimination of the organizations 
solely operating on service or service and 
oil. Then who would handle the thou- 
sands of orphan burners. I suppose own- 
ers unable to get service would replace 
them. 

In my opinion, the greatest resistance 
to this program would come from the 
plumbing and heating contractors who 
have installed thousands of burners and 
who are not generally mentally or physi- 
cally equipped to render burner service. 
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Standards Bureau Seeks 
Barrier Against Moisture 
NATIONAL BUREAU OF STANDARDS’ inves- 
tigation of vapor barriers for walls of 
houses has been extended to include the 
possibility of combining vapor resistance 
with decorative features in interior finish, 
so as to provide barriers that would be 
continuously accessible for inspection, 
and to reduce fire hazards, according to 
a recent bulletin. 
Samples of wall papers applied in the 


conventional manner allowed 1,400 


grams of moisture per square meter per 
day to pass through the wall, whereas 
samples of the same paper applied with 
a vapor-resistant adhesive reduced the 
passage of moisture vapor a hundred-fold. 
Samples of wallpapers having a vapor- 


fue/oi! 
é o// heat 


resistant coating on their faces, and ap- 
plied in the conventional manner also re- 
duced the passage of moisture vapor a 
hundred-fold. Unfortunately, no vapor- 
resistant adhesive or coating has been 
found that does not disfigure wall paper. 
Vapor-resistant plastic sheetings, though 
dificult to apply, were found in other 
respects to be very satisfactory. Paint 
films and varnishes with and without 
metal powders were easy to apply but 
gave variable results. Good aluminum, 
copper, and other metal foils were in most 
cases impervious to moisture vapor. 


Hence, particular attention is being given 
to the possible use of foil on the interior’ 
surfaces as a base for decorative finishes. 


Thomas H. Wagner, assistant to Presi- 
dent H. W. Burritt of Eureka-Williams 
Corp., has been appointed treasurer of 
the company with headquarters at the 
Bloomington, Ill., plant. Mr. Wagner . 
will continue as assistant to the president. 

W. A. Davies has joined Consolidated 
Industries, Inc., as a regional sales man- 
ager for stokers in Virginia, Maryland, 
Delaware, North and South Carolina. 
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And you build that better 
firebox when you apply the 
principles of durable, effi- 
cient firebox construction. 


Now you can review those 
principles, quickly and easily 
...and, at the same time, 
obtain valuable new instal- 
lation ‘‘tips’’. The Firebox 
Handbook, which has just 
been released by Babcock and 
Wilcox, contains a practical 
discussion of the many prob- 
lems and characteristics of 
firebox design, construction 
and installation. 


It is divided into 15 illus- 
trated sections which include 

















thumb rules for figuring gph 
rates; a nine step plan for 
building a rapid heating fire- 
box; dimension tables for 
normal, wide and narrow 
flames and other pertinent 
information. 

The B&W Firebox Hand- 
book is now available to oil 
burner dealers, sales and in- 
stallation men, heating en- 
gineers and others who will 
find it profitable reading 
value. Remember that good 
firebox construction is basic 
to customer comfort...cus- 
tomer satisfaction. Send for 
your copy of the B&W Fire- 
box Handbook today. 
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~ New Products 


New Burner Manufactured 
Completely by Bogue Electric 


A CONVERSION OILBURNER of the high 
pressure type in new and modern design 
has been announced by the HomEase 
Products Division of Bogue Electric Co., 
Paterson 3, N. J. Model HE-1, firing from 
3/, to 3 gph, is powered by a specially de- 
signed, 1/6 hp., long hour duty motor 
with overload protection. Both the motor 





and the transformer are made by the com- 
pany. The transformer also is specially de- 
signed, 10,000 volt secondary, and has a 
built-in radio interference suppressor. 
The burner is listed by Underwriters 
Laboratories, and is offered either for con- 
version work or for boiler-burner installa- 
tion. The manufacturer claims the unit 
has been specially designed to burn cat- 
cracked fueloils without smoke. Design 
has aimed at easy servicing, and easy 
changing of parts without dismantling. 


Bacharach Duplex Set 
Tests for COz and O2 


BACHARACH INDUSTRIAL INSTRUMENT 
Co., Pittsburgh, is producing a Duplex 
Fyrite Test Set, comprising two separate, 
portable indicators, one for direct carbon 
dioxide analysis, the other for direct 
oxygen analysis. The instruments are 
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packed in a compact carrying case, to- 
gether with aspirator and rubber hose for 
connecting either to the desired sampling 
point. 

Both instruments employ the funda- 
mental principle of chemical absorption 
and therefore give readings that are inde- 
pendent of voltage, humidity, tempera- 
ture, or atmospheric pressure conditions. 
Operation of each indicator is identical. 

A sample of the gas to be tested is 
pumped into the oxygen indicator by 





OXYGEN - 

INDICATOR 
squeezing about a dozen times the aspira- 
tor. The indicator is then turned bottom- 
side up and back again, causing the ab- 
sorbing fluid to mix with the sample and 
pick up all the oxygen in the sample. Ab- 
sorption of the oxygen creates a suction 
which draws the absorbing fluid up into 
the graduated tube in an amount equal 
to the oxygen absorbed. Thus the level of 
the fluid column shows the percentage of 
oxygen which can be read directly from 
the Oz scale at the right side of the center 
tube. 

Carbon dioxide tests are made by the 
same method, using the COgz indicator. 
The complete test with either instrument 
can be made in less than one minute, with 
an accuracy of within Y of 1% Os or 
COs, says the manufacturer. 


New M-H Chronotherm 
Announced for 1947 


A NEW THERMOSTAT, taking only the 
name “Chronotherm” from its prewar 





predecessor, has been announced by Min- 
neapolis-Honeywell Regulator Company. 
The new instrument will supplant all pre- 
war models, according to Arthur H. 
Lockrae, vice-president in charge of the 
heating controls division. 

Not scheduled for production until 
early 1947 because of materials shortages, 
the 47 Chronotherm has external tem- 
perature adjustments which allow easy 
setting for day and night temperatures. 
Time settings for day and night are easily 
made on a new quarter-hour interval 
scale. 

A new type bimetal element is used in 
the instrument and through an additional 
electrical mechanism, prevents overshoot- 
ing the daytime temperature setting dur- 
ing the morning pick-up. 

The clock is of the self-starting type, 
with external fingertip wheel adjustment. 
It has a full face for easy reading, and a 
locking cover if desired. 


General Bronze Announces 


Two Oilfired Furnace Units 


GENERAL BRONZE CoRP., Long Island 
City, N. Y., has announced two small, 
low-cost, oilfired forced warm air furnaces 
for the market. Both are listed by Under- 
writers Laboratories and are fired by a 
vaporizing type burner which produces a 
horizontal flame. Furnaces are furnished 





complete with circulating fan, filters, and 
all controls. 

The smaller furnace unit is only 44 ins. 
long, 27 ins. high and 21 ins. wide, and 
weighs a scant 187 lbs. It delivers 55,000 
Btu. The larger unit has 110,000 Btu out- 
put and is the same length, 2 ins. wider 
and 20 ins. higher than the smaller. 
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General Controls’ engineers will help you fill 





your specific needs. For complete specifications 
on automatic temperature, pressure and flow 
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Weather-Man Controls 
Heating from Outside 


WEATHER CONTROLS DIV. of Automatic 
Devices Co., Chicago 4, has announced 
the Weather-Man “outside type” control 
to regulate building heating according to 
the demands of the weather. H. T. Ku 
cera, who for seventeen years has pio- 
neered this type of control, heads the di- 
vision. 

The Weather-Man provides, in one 
low- -cost unit, a completely automatic 
thermostatic control, actuated by outside 
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KRAISSL 


FILTERS 
STRAINERS 


: PUMPS 


Keep Fuel Oil Lines 
Open and Active 





Year-in, year-out perform- 
ance proves the skill of 
KRAISSL engineering design 
and the honesty of KRAISSL 
manufacture. 

Class 72 Strainers and Filters 
Single and Duplex 
types for suction or 
discharge service — 
any practical degree 


of filtration in units 
Duplex designed for low 


pressures as well as 
up to 500 Ibs. hydro- 
static test—easily re- 
re movable filter basket 
insures quick clean- 
ing. 
Single 


- Class 60 Heavy Oil Pumps 








Standard equip- 
ment wherever in- 
dependent pump 
and motor sets or 
booster pumps for 
pump-type burners 
are required. 





Submit your fuel-line problems to KRAISSL 
engineers—literature and prices on request. 


295 WILLIAMS AVE. 
THE KRAISSL COMPANY 





HACKENSACK, N. J. 

















temperatures, for controlling the heating 
of a building. 

Building heat requirements are antici- 
pated by the Weather-Man. The time at 
which heating starts in the morning and 
the time at which it shuts down at night 
is automatically changed as the weather 
becomes warmer or colder. During the 
day, constant building temperatures are 
maintained by producing heating at regu- 
larly spaced intervals with the length of 
the heating periods automatically chang- 
ing as the weather changes. All heating 
stops when outdoor temperatures rise 
above 65° F., while continuous heating is 
produced, night or day, when outdoor 
temperatures drop to an extreme (sub- 
zero), temperature. 


Small Boiler-Burner Unit 
Completely Factory Packaged 


PERSIRO MFG. CO., Newark 8, N. J., has 
announced a new boiler-burner unit to 
be known as the Whirl-O-Matic. The 
cabinet, containing a completely packaged 
oilfired heating plant, is only 36 ins. high, 
42 ins. long and 22 ins. wide. 





The burner works against a positive 
pressure in the combustion chamber and 
boiler passes, and requires only a vent. 
The combustion chamber is stainless steel, 

The boiler is of the flash type, a three- 
pass horizontal high pressure unit that 
can be used either for steam or hot water 
heating systems. An instantaneous sub- 
merged heater provides domestic hot 
water. The manufacturer claims that the 
unit can be used in homes with or without 
basements. Installation requires only the 
connection of oil, electric and water lines. 


Evans Adds 40-Gal. 

Storage Water Heater 
EVANS PRODUCTS CO., Detroit, has re- 
leased a 40 gallon oil-burning water heater 
for production, in addition to the present 
20 and 30 gallon oil-burning water heat- 
ers. The new model, using an Allen type 
burner, has a recovery capacity of 50 
gallons per hour for a 60 degree rise with 





a maximum recovery capacity of 31 gal- 
lons per hour for a 100 degree rise. The 
heater is finished in baked white enamel 
with black trim and uses rock wool and 
dead air space as insulation. Evans water 
heaters are listed by Underwriters’ Lab 
oratories for use with No. 1 and No. 2 oil. 
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‘ipa filters, strainers and burners. Just pour it into the 
30 tank. By using SILOO, free flow of oil for improved 
‘ith combustion and heater operation is assured. "Triptex Flow Controls make the height or 
‘area of hot water heating installations practically un- 
SILOO FUEL OIL TANK SOLVENT is absolutely limited. For example, in this 64-apartment “‘village”’ 
harmless to fuel and equipment. It is non-inflammable, (location on request) hot water from central plants 
non-explosive, non-toxic, non-corrosive—always safe in 8 separate buildings is completely controlled by 
to store and use. Ideal for space heaters, oil stoves, 16 Triplex Circulators and allied equipment. Third 
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SILOO FUEL OIL TANK SOLVENT is nationally matically balance heat loss 
advertised and boasts a large, eager market. Dis- with heat supply. Regardless 
tributors and jobbers—take advantage of this of location, no apartment is 
widely accepted product—write for details todayl overheated or underheated. 
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Viking Announces New 


Warm Air Humidifier 


VIKING AIR CONDITIONING CORP., Cleve- 
land 2, has announced a Series 1100 plate 
type humidifier for forced air furnaces, 
using 8 absorbent evaporators supported 
by a frame in a narrow evaporator pan. 
The pan is designed to be used either in 





the sloping bonnet of a converted gravity 
furnace or on a straight side plenum. An 
adjustable mounting slide accommodates 
any width or diameter of bonnet. 

Copper float chamber is located outside 
the furnace to make for easy servicing 
and reduce mineral deposits. Evaporator 
plan is all copper, die-stamped in one 


piece. The complete unit includes a coil 
of copper tubing, evaporator plates and 
rack, saddle valve and access panel. 


Has New Flash Boiler 


MADISON METAL WoRKS, Madison, N. ; 8 
has announced the “Percoflash” boiler for 
oilfiring with several unique features. Per- 
colator tubes gush water to different 
levels in the boiler when it is steaming, 
and permit heating thin bodies of water 
for fast steaming. 

The boiler is electrically welded, of all 
steel construction, and tubeless design. It 
will be furnished for use with any type of 
oilburner. 


Markers Show Location 


Of Fill Cap Under Snow 


NUMERAL MARKERS to be located on the 
corner of the house nearest the fill cap 
have been designed to help drivers locate 
the fill when it is covered with snow, grass 
or otherwise concealed. The system is 
made by Weiss System, Newark 5, N. J. 

The markers consist of metal numerals 
and an arrow which can be attached easily 
to any wood surface. The numbers indi- 


! 


cate the feet in one or more directions, 
and the arrow points to the first direction 
to be paced off. The number in front of 
the arrow indicates the feet across in the 
direction the arrow is pointing, and the 
number behind the arrow is the distance 
in feet from the arrow line directly across 
the top of the fill cap. 


New Steel Boiler 


Announced for Oilfiring 


A NEW STEEL BOILER for oilfiring has been 
announced by Titusville Sales Co., New 
York 20. It is a fire tube steel unit with 
three passes. Tubes are fitted with turbu- 
lators, and are of extra heavy construc- 
tion. A smoke box inside the jacket at the 
front gives easy access to the tubes and 
flue for cleaning and inspection. 

The unit is shipped with combustion 
chamber installed. A submerged built-in 
water heater may be used either with or 
without a tank. Waterlags extend to the 
floor around the combustion chamber. 
The extended jacket covers both the boiler 
and the burner. 

Five sizes provide net load ratings of 
400, 550, 700, 900, and 1100 sq. ft. of 
steam. 











HEATING PUBLISHERS, INC. 


“ Vaporizing Rurner Service 


This series of 4 articles by Frank J. Coonan, veteran Philadelphia service 
manager, is now available in booklet form. The articles won wide acclaim 
when published recently in FUELom & Om Heat. 


They are of extraordinary value to all manufacturers, dealers, installation 
and service men interested in pot-type burners, and are beyond question the 
best articles ever published on this subject. 


16 pages. 
When ordering small quantities, we will appreciate it if you will attach your 


check or money order to avoid bookkeeping on the thousands of small orders 
received. If interested in large quantities, we’ll be glad to quote discounts. 


Book Department 


232 Madison Ave., New York, 16 


Price: 50c 
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Below Water Line Heater 

Approved for N. Y. Work 
STANDARD HEATER & Oil Equipment Co., 
Jersey City, N. J., has added a new oil 
preheater to its line of heat exchange 
products. The new preheater is marketed 
under the name “Surete,” and has been 
approved by the New York Board of 
Standards and Appeals for installation in 
New York City. No below the water line 
heater can be used in the city without such 
approval. 

The Surete is made in seven sizes to 
heat from 72 to 470 gallons of oil per 
hour. Capacities are based on heating No. 
6 oil from 90° to 150° with boiler water 
at 180°. 


Taco Flo-Jet Fitting 

Insures Proper Circulation 
TACO FLO-JET, the newest of specialty 
products by Taco Heaters, Inc., New 
York 17, is designed to insure the correct 
circulation of hot boiler water through 
external indirect water heaters on forced 
hot water heating systems, and prevent 
by-passing cooler return water from the 
radiators through the heater when the cir- 


culator is running. A heavy copper ven- 
turi jet is permanently expanded into the 
cast iron body to insure straight-through 
passage of return water, and induce posi- 
tive circulation of hot water through the 
indirect heater. Ample space is provided 
for gravity circulation through the heater 
when the circulator is not running. 


Evans Space Heater Gives 
Warm Air at Floor Level 
FORCED WARM AIR against gravity flow to 
spread heat into the room at floor level is 
provided by Evans Products Co., Detroit 











27, in its low-boy console cabinet line of 
space heaters. It is claimed that this meth- 
od of heat distribution keeps warm air 
from stratifying on the ceiling and pro- 
vides more comfort for the user. 

The line is fired by a vaporizing type 
oilburner that provides a horizontal flame 
which makes two passes in the heating 
chamber. The “down-flo” circulation of 
room air is provided by a 350 cfm fan 
unit built into the space heater. 

Heaters in the super de luxe line come 
in three sizes rated at 40,000, 50,000 and 
70,000 Btu. Two other models of conven- 
tional design are rated at 30, 000 and 
50,000 Btu. 

} 


Clyde A. McKeeman is the new as- 
sistant to the president of the American 
Society of Heating & Ventilating Engi- 
neers, according to Alfred J. Offner, 
president. He has been director of war 
training for the Case School of Applied 
Science. 


H. D. Everett, Jr., formerly director of 
advanced market studies for Time, Inc., 
New York, is now head of the market re- 
search division of Ford Motor Co. 
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The Fuel Oil Conditioner Backed 
By More Than 100,000,000 
Gallons of Fuel Oil Experience 


Gives you repeat business—your customers 


yaa? Py 
So need Parakem to prevent sludge deposits 
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nes in the storage tank, lines and oil burner. 
‘sae Parakem improves atomization, allows 









quicker starting —results in a brighter, 
cleaner flow. 
Parakem is specially priced for resale by 
dealers at good mark-up. 

Sold in one and 5 Gallon Cans 

—15, 30 and 53 Gallon Drums 


Write for complete details and prices TODAY! 
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EASIER & QUICKER 
TO INSTALL 


Oil burner engineers like 
NU-TROJAN Combustion 
Chambers because they 
eliminate frequent fire 
box repairs ... give 
better combustion and 
consist of 6 simple 
parts. Made of McLeod- 
Henry Company ‘"'Steel 
Mixture"’ brand, first 
quality Pennsylvania fire 
clay. Has wall thickness 
of 2 inches for strength 
and durability. Write for 
details. 


Each Chamber is Supplied 
With a ‘‘Steel Mixture’ Baf- 
fle Head and {5 Pounds of 
Bonding and Flooring Ma- 
terial. - 


A. R. WEBBER CO., Inc. 


Everything for the Oil Burner Trade 


780 STATE ST. 





NEW HAVEN 11, CONN. 
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erates. This is a very light load, amount- 


won't have the trouble again next winter, 


AnSERS ing to 650 sq. ft. of standing radiation. B.D.W., Newark. 
Last winter we had trouble. The boiler A. Your explanation of the trouble 
raised excessive steam pressure, opened rings true, for similar trouble has been 
Y - its safety pop-valve, and all the insula- experienced on other installations. Stok- 
” tion was washed off the top of the boiler ers tend to give this trouble more than oil 
— by live steam and boiling water. Here’s burners, as on zoned-heat installations the 
































what seemed to happen. The burner ran 
steadily for about five hours on a cold 
morning because both automatic steam 


hot firebeds of on-off stokers generate 
considerable steam after the stokers have 
been stopped by controls and the heating 
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valves stayed open. The firebox reached loads have been reduced greatly by clos- 
a terrific temperature. Then both the ing of automatic steam valves. The trouble 
automatic steam valves closed at just about also occurs on unit heater installations, as 
R y 7 4 p J / the same time. The burner stopped, of _ the heating loads are sometimes reduced 
course, as it runs only when either or both greatly when all the motors of the unit 
of these valves are open. But heat from heaters suddenly are turned off by con- a 
Q. Some time ago you gave us instruc’ the red-hot ftrebox caused the boiler to trols. " 
tions regarding a control layout for a continue to generate steam, and as the You can end the trouble inexpensively ig 
commercial heating plant. A 75 horse- continuous radiation load was not enough by installing an additional pressure con- a 
power low-pressure steam boiler provides load to hold down the boiler pressure, the _ trol which will open one of the automatic - 
heat for two zones which are controlled boiler pop-valve blew open at 15 Ibs. steam steam valves when the boiler pressure in- e 
automatically. Automatic value No. 1 pressure. Probably some of the radiators creases to about 12 pounds. We under- i 
opens when the room thermostat in Zone of the continuous radiation load were stand that usually a maximum of five - 
1 calls for heat. There is also a thermo- turned off manually. They often are. We pounds steam pressure is maintained; a P 2 
stat and automatic valve for Zone 2. The had to doa lot of explaining to the excited pressure control stops the burner at five * 
burner runs when either automatic value owner of the boiler, and we did an ex- pounds steam pressure. When the boiler P 
is open, otherwise it stays idle. Acontinu- pensive job of re-insulating the boiler. pressure reaches 12 pounds because of YP 
ous radiation load, on the boiler all the What do you think of this trouble? Please heat from the red-hot firebox, then, there ann 
time, gets steam whenever the burner op- outline the best way to make certain we _ is danger of the steam pressure rising to se 
Theres a pump 5.4, 
worth waiting for Cys: 
gg a Fe 
m : oO 4 B% 
: = 2,8. “Of 
SS Kd & 
ALL STEEL, RESIDENCE 
OIL BURNING BOILER 
The tubes of this boiler 
are extra heavy. The 
tube wall thickness is ‘ 
VIKING ROTARY PUMPS ceil Hee hee 
"| know | will have to wait to get my Viking ee on cine 
Rotary Pump, but I've used Vikings for many plete. ‘This makes tube 
years and | know they really deliver the goods." replacement unneces- 
sary and gives whole 
To the man who has been waiting for a Viking boiler exceeding long 
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15 pounds and opening the boiler safety 
relief valve, and a large automatic steam 
valve should open to use some of the steam 
in the boiler. When the boiler pressure 
drops to about eight pounds, this valve 
will close again. Meantime the burner 
will be kept idle by its own steam pres- 
sure control which is set for five pounds 
pressure. 

The accompanying wiring diagram 
shows how to connect a mercury tube 
type pressure control, set at 12 pounds 
pressure, to the control circuit of the auto- 
matic steam valve. Below 12 pounds, “A” 


is connected to “B,” keeping the room 
thermostat in control of the steam valve. 
When the steam pressure reaches 12 
pounds, the mercury tube trips to the 
position opposite that shown in the dia- 
gram, and the “A” to “B” circuit is 
broken, cutting out control of the steam 
valve by the room thermostat. Also, “A” 
is connected to “C,” therefore the steam 
valve is opened. 

If you prefer or if the job characteris- 
tics seem to call for this, you can set the 
oil burner steam pressure control for a 
maximum of one or two pounds steam 
pressure, and set the new steam pressure 
control to relieve the boiler of excessive 
steam pressure at three to five pounds 
pressure. Using such low pressures some- 
times avoids hammering and knocking 
in the steam lines and radiators when the 
automatic valves open. 

=< @ 

Q. We enjoy your magazine each 
month and get a lot of useful stuff out 
of it. 

The article in March °46, page 49, 
“Toward Quieter Oilheating,” has some 
good points, but we wish you to clear up 
a point: In looking at the sketch on the 


same page, how would you ever service 
such a burner? In fact, how would you 
even get the darn thing out of the hole 
to service it? 

No, we don’t want to be critical, just 
practical. 

C.H.C., Eugene, Oregon. 

A. We received several other questions 
about how the burner could be serviced 
easily in the close-fitting pit. 

The men who service the burners in- 
stalled this way in pits do report, we find 
on checking, that at times it helps to lie 
on the basement floor when a nozzle must 
be removed for cleaning. However they 
say that the gun assemblies can be taken 
out without wasting time, and that fuel 
units, motors, blowers, and ignition trans- 
formers can be removed from the burners. 

The engineer responsible for the small- 
size pit points out that use of a larger pit 
would raise the installation costs of con- 
verting these gas boilers to oil; on some 
jobs it is difficult because of space limita- 
tions; and by actual experience makes for 
additional sound from the burners. 

He also declares that using the particu- 
lar burner model which he installs pro 
vides a gun tube assembly which can be 
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removed easily. The gun tube assembly is 
short. The access cover for the gun tube 
is well located for such an installation, for 
it is on the side of the gun tube. If this is 
needed to permit complete overhauling 
of the burner, removing two bolts un- 
couples the blower housing casting from 
the gun tube (there is a flange connec- 


400 gallon hot water tank to be hot enough 
in the morning, but during the day the 
tank chills and gives cold water. When I 
try heating the boiler above 200° the 
water seems to boil in it, and the open ex- 
pansion tank surges, spills over, then set- 
tles down to insufficient water. 


pling the boiler directly to the tank as my 
Diag. 2 shows, to eliminate the indirect 
water heater’s holding back the flow of 
heat from the boiler to the tank? 
O.C., Syracuse, N. Y. 

A. Probably there were good reasons 
for installing the indirect water heater, 
Consider these possibilities. First, the boil- 


What are the disadvantages of cou- 
tion), and the entire burner may be lifted 
up straight from the pit while the gun 
tube is left undisturbed in the front wall 
of the firebox. 

Of course, any dealer can use the ideas 
given in the article about oil-firing gas 
boilers, even though he hasn’t a burner 
model adapted to a close-fitting pit or 
hasn’t servicemen too happy about work- 
ing in very close quarters. The way out 
of the predicament lies simply in making 
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the pit larger where basement dimensions a 
permit this. ¢ tt 
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Q. Iam trying to lick the water heating dine 
trouble in a building which has the equip- the | 
ment I show in Diag. 1. The oil-fired litle 
boiler heats the water in the cast-iron copr 
jacket of a big indirect water heater, which the 
in turn should heat the tank. Keeping the i 
boiler at 200° all night causes the 300 or erab 
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The RECO is the only fan which blows upwards and because it 
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er may be a heating boiler which is not 
suitable for city water pressure. Second, 
if the hot water tank is copper, for ex- 
ample, the reason for installing the in- 
direct water heater may have been to keep 
the hot water out of the cast-iron heating 
boiler to avoid rusty water. Heated in the 
copper coils of the indirect water heater, 
the water will not become rusty. Third, 
the life of the boiler is increased consid- 
erably by keeping the same water in it 





all year instead of circulating through it 
the water which is heated and drawn from 
the faucets. 

If you switch to the layout shown in 
Diag. 2, you may have trouble with the 
boiler giving rusty water and springing 
leaks if the water gives large amounts of 
scale or is corrosive. 

We recommend that to play safe you 
continue to use the indirect water heater. 
Find out if this heater is clean, taking it 


apart if necessary. Your Diag. 1 shows 
no clean-out valves for the coil of the in- 
direct water heater. If the installation 
really has no valves, install suitable valves 
in the line from the bottom of the tank to 
the indirect heater. Install two drain- 
cocks, one on each side of a gate valve in 
this line, for example, to permit using full 
city water pressure to flush out the coil 
every month or two. If this coil has not 
been flushed out for years, you probably 
can conclude that the entire trouble lies 
in the coil’s being plugged. Installing a 
new coil and keeping it clean will end the 
trouble. 

Consider eliminating the open expan- 
sion tank of the heating boiler and con- 
verting the system to a closed system with 
a basement expansion tank, automatic 
water feed valve, and automatic pressure 
relief valve. This is similar to converting 
an open expansion tank hot water heating 
plant to a modern closed system. Using 
the closed system, you will have control 
over the maximum pressure in the heating 
boiler. Putting the boiler under a maxi- 
mum pressure of 25 or 30 lbs., or the same 
maximum pressure used for any heating 
boiler in a modern closed hot water heat- 
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ing plant, may permit you to operate the 
boiler at higher temperature without the 
water boiling in it. 

Make sure the upper part of the in- 
direct water heater jacket is not air- 
bound. Your Diag. 1 shows the upper 
part of the coil above the side connection 
of the jacket. Install a pet cock or 4” 
globe valve in the top of the indirect water 
heater and use it to air-vent the heater 
jacket. 

Every hot water storage tank should be 
equipped with a suitable safety valve, but 
your Diag. 1 does not show one. Make 
certain that when you complete your 
work this tank is well protected—install 
on it a safety relief valve of ample size, 
and of a good make and model on which 
you can depend. 

* * 

Q. From the time it was installed about 
eight years ago, this gun burner has given 
trouble because the pump becomes air- 
bound every two or three months. The 
pump is not weak and the job has a return 
line to the buried outside tank. We have 
every reason to believe there is a slight 
leak in the suction line which is made up 
of regular pipe fittings. The outside oil 


lines run under a large cemented court- 
yard and we have been unable to persuade 
the burner owner to permit us to break 
the cement and repair or replace the leaky 
suction line. 

Do you think we can end the trouble by 
pumping the suction line full of shellac 
or some similar material and putting about 
100 lbs. pressure on the line for a day or 
two to force the shellac into the leaks? 
There is a check-valve in the tank at the 
bottom of the suction line stand-pipe. 
Would the material used for sealing be 
entirely removable from inside the suction 
line by sucking on the line with a hand 
pump and then flushing the line with fuel 
oil from the oil storage tank? 

M.P.S., Madison, Wis. 


A. There are no instructions available 
on the method you describe for trying to 
seal a leaky suction line, and there are 
good chances that trying out the idea 
would get you into more trouble rather 
than eliminate the occasional air-binding 
of the pump. We recommend you use 
other methods to cope with the air-bind- 
ing. 

From your description of the installa- 
tion, we judge that the burner which 


gives the trouble is a domestic pressure 
atomizing burner. If it has a single-pump 
fuel unit, check on the possibilities of in- 
stalling a double-pump or two-stage fuel 
unit instead. This may end the trouble. 

The installation of a wall pump very 
likely will provide the perfect answer to 
your problem, according to experiences 
with somewhat leaky suction lines on 
other installations. Because the pump in 
it does not work against any pressure, a 
wall pump does better at handling a small 
amount of air along with the fuel oil than 
the pumps in certain pressure burners. 
Also, the wall pump will keep itself prop- 
erly primed at all times. Even though it 
handles a little air along with the oil that 
comes from the leaky suction line, it will 
give oil free of air to the pressure burner. 
We recommend that you try a wall pump 
on this trouble job. It is easily installed, 
and after all you could remove it and use 
it elsewhere if it did fail to end the 
trouble completely. 

ees 

Q. Where should oil burner draft read- 
ings be taken? A reading taken through a 
hole punched in the smokepipe usually is 
higher than a reading taken through the 
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It's good business—when you clean and 
check oil burners in the summer—to sell 
and install a Klemm Fuel Oil Filter. You 
profit on the sale and avoid unnecessary 
service calls later in the year. 

Check these plus values: 


@ Visible CHEMISTONE Element 
@ Controlled Porosity Filter 

@ Highly Efficient, Dependable 
@ Liberal Discounts to Dealers 


Klemm Filters remove dirt, sediment, water 
and other foreign matter. This insures a 
steady flow of oil and uninterrupted op- 
eration of burners. Full visibility aids in- 


*Three sizes—\g"—\4,"—%" 1. P.T. 
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firing door. The boiler in the drawing, 
though, shows .02” at the smokepipe and 
034" at the firing door. There must be 
an explanation of this unusual occurrence 
and a rule to tell which reading is more 
important. 
A.S.R., Miami, Fla. 

A. To obtain the complete draft story 
using your draft gauge, puncture the 
smokepipe close to the boiler or furnace 
and read the smoke outlet draft, which 
is the draft the smokepipe applies to the 
furnace or boiler. Also read the over-fire 
draft through the firing door or flame ob- 
servation door, drilling a small hole in 
the door if necessary. Where there is a 
question about a long smokepipe being 
large enough, plugged, or sloped sufh- 
ciently, read the draft also at the chimney 
end of the smokepipe to determine how 
much draft the chimney is putting on the 
smokepipe. Thus there are three. places to 
read the draft. On trouble jobs, the three 
readings may be taken (a) with the burn- 
er running and the draft regulator set 
for proper draft, and (b) with the burner 
running and the smokepipe draft regula- 
tor blocked in its maximum-draft position. 
To get the second set of readings, block a 





























swinging-disc type draft regulator in the 
closed position. 

The most important reading is the over- 
fire draft reading with the burner running 
and the smokepipe draft regulator set 
properly. The objective of tuning the 
draft is, of course, to arrive at the proper 
over-fire draft. 


Where a relatively tall boiler is fired 
lightly and the products of combustion 
travel through it slowly, often the “chim- 
ney effect” of the boiler itself gives over- 
fire draft which is higher than the smoke 
outlet draft. Especially if it does not have 
lorig, tortuous flue passages, the boiler 
acts as a chimney. The hot gases in it, be- 
ing light compared to air at room tem- 
perature, tend to rise in the boiler. True, 
the boiler is not a very tall chimney. Yet, 
its chimney effect is noticeable because of 
the high temperature of the products of 
combustion in it, which is much higher 
than the temperature inside a typical 
chimney. 

Whether the over-fire draft is higher or 
lower than the smoke outlet draft, always 
adjust for the proper over-fire draft. 

* * * 

Q. We would appreciate your opinion 
upon a problem that confronts us. 

A customer has a 55 hp marine type 
boiler; the tubes went bad. They were 
replaced and in a few weeks went bad 
again because they were pitted from the 
inside and leaked. An “expert steam boil- 
er man” was called (he is now dead so 
cannot be consulted). He said that the 
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returned condensed steam was forcing 
an acid through the tubes and caused the 
trouble. He advised discontinuing use of 
the condensed steam for the boiler, and 
recommended the installation of a water 
softener. 

The owner followed these recommen- 
dations and has had no more trouble. 
However, now he wants to install a re- 
turn system but is afraid to because of 
the effect on the tubes. 

Is there any way that water can dam- 
age the boiler after being condensed from 


steam and returned to the boiler? 
G.M.S., Miami, Fla. 


A. The expert steam boiler man 


1. By all means avoid “wasting to 
drain” the condensate from the steam- 
using devices. The condensate is valuable. 
Use of it lowers the load on the boiler 
because the condensate is hot whereas the 
other water fed the boiler directly from 
the water softener is cold. In addition, 
because it has been through the boiler 
once and has been turned from water to 
steam, the condensate has no scale-form- 
ing impurities in it, whereas fresh water 
from a city main or a well usually con- 
tains more or less scale-forming impuri- 
ties. 


2. Tighten the steam and condensate 
systems to that minimum fresh water is 


sample from a drain cock low on the boil- 
er but not close to the point at which 
the feed line connects to the boiler, or 
from a try-cock near the gauge glass. 


Simple and inexpensive laboratory 
tests could be made at once, before any 
changes are made to the piping, to ascer- 
tain just how suitable for the boiler is the 
condensate now being wasted. Identical 
tests made of the water from the softener 
will permit comparing this with the con- 
densate. 

In large boiler plants, feed water heat- 
ers are used to condition all the water 
pumped to the boilers. Air and carbon 
dioxide, usually held in solution in water 
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goes to the feed-water heater would come 
from the water softener. 

Very small boiler plants usually do not 
have feed-water heaters. However, where 
there is a need to make doubly certain of 
the water’s being conditioned properly be- 
fore it goes to a boiler, the use of feed- 
water heating equipment should be con- 
sidered even for a small high-pressure 
boiler. 

By all means have the water tested by 
a laboratory as recommended earlier and 
secure expert opinion on whether or: not 
the samples tested are fit for the boiler. 
The manufacturer of the water softener 
used in this plant may make the tests and 
interpret them at low cost. Corrosive 
water can be neutralized easily through 
the use of proper chemical treatment. 

x * & 

Q. I am glad the article, “Those Cat- 
Cracked Oils,” was published in your 
March issue, as it states plainly and out- 
right the troubles some of us are experi- 
encing in the field as a result of burning 
the new types of domestic fuel oils. I have 
wondered, and other fuel oil distributors 
greatly interested in oil burners must 


have wondered, if only the fuel oil which 
I was delivering was giving these troubles. 

The article’s explanations of the be- 
havior of cat-cracked oil in pressure burn- 
ers are particularly enlightening. You 


‘ 


say: “... comments were made that smok- 
ing prevailed with the catalytic oils for 
the first five to seven minutes after start- 
ing which will be a disadvantage with 
burners required to operate on frequent 
short cycles. In two cases a laboratory 
redesigned the burner firing head in order 
to obtain results considered satisfactory. 
Reports that carbon collected on the helix 
of the stack switch were also made.” 

The mild mentions of smoking ten- 
dencies and rapid dirtying of the stack 
control elements, which are made in the 
article, are related, of course, to the smoke 
and soot complaints we are receiving. 
When use of the new oils creates prob- 
lems about dirtying the stack control ele- 
ments during relatively short laboratory 
tests made under favorable conditions, 
just think of the problems faced in the 
field because flue passages must be cleaned 
of soot much more frequently than in by- 
gone years! 


I am interested mostly in pressure 
burners. Can you list for me the service 
remedies to apply to an ordinary five- 
year-old pressure burner which used to 
perform fairly well but which causes com- 
plaints today when using cat-cracked oil? 

P.B., New York. 

A. Here, greatly condensed, are serv- 
ice pointers related to cat-cracked oils 
burned in pressure burners: 

1. Install a new nozzle if needed to give 
proper spray and good atomization. 

2. Try higher than normal atomizing 
pressure. 

3. Install a firebox specially designed 
for higher flame temperatures and clean- 
est possible burning. 

4. Be especially diligent about locating 
and sealing air leaks which cool the flame, 
lower efficiencies, and permit the escape 
of products of combustion on starting. 

5. Install a very effective filter or strain- 
er in the oil feed line to reduce nozzle- 
plugging tendencies. 

6. Consider using higher firebox draft 
than in the past. Use a draft gauge. 

7. Investigate the possibilities of adjust- 
ing the flame size and the controls for 








Automatic 
Fusible Line Valve 


, A combination shut-off valve and fusible 
link for oil burner installations. Self-con- 
tained automatic type—no chain, pulley, 
hook or weight required. Held open by 
fusible device against a spring. Can be 
manually operated—horizontal or vertical 
Position, 


stock, metal to metal seat and disc con- 
required. 


Made in %”, 14”. 34” and 1” sizes. 





221 High Street 


Globe type valve made from brass bar { 


struction. Easily installed—no adjustments \\ 





MOORE and KLING Inc. 


OIL SOOT 


DESTROYER 


CUT OIL HEATING COSTS 


Simply spray E-Z and soot vanishes 
instantly. Customers always satisfied. 
One trial will convince you. 


“EASY TO USE— 
ECONOMICAL TOO” 


DISTRIBUTORS: Write for fine proposition. 





Enclosed find check ( 
No. {| pkg. 


Boston, Mass. Me. 5 pkg. .... 4 














HEALY-RUFF COMPANY, 797 Hampden Ave., St. Paul, Minn. 
) money order ( 


) Send the following prepaid: 


... $1.00 Name 
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C. L. RAYFIELD 


No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil. Self 
contained, all electric. Self-lu- 
bricating. Many new exclusive 
features. Write for full details 


GOOD TERRITORIES OPEN 


Chicago 8, Ill. 





Write for 
literature and 
trade price 






co. 





PREFERRED UTILITIES mt corp. 


1860 Broadway, New York 23, N. Y. Boston Office: 839 Beacon St. 










The Original. Still the Best. Hundreds 
of Thousands in Use, @ Holds the draft con- 
stant in the fire box. © Scientific draft control 
for the smallest to the largest jobs. © Stove, 
domestic, and commercial sizes from 4” to 
24” in diameter, © Industrial sizes from 24” 
x 24” to 5’ x 12’, 








fewer, longer “on” periods on jobs where 
the “on” periods are shorter than 20 
minutes. 


8. Find out if through adjusting the 
air-handling parts in the gun tube of the 
burner you can arrive at better flame 
shape and improved mixing of the air and 
atomized oil in the firebox. Certain old 
burner models simply do not have highly- 
developed air-handling parts at the ends 
of their gun tubes which can give clean, 
efficient combustion. 

Additional technical details which will 
interest you appeared in the article, 
“Service with Wartime Fueloil,” which 
was published in the April, 1945 issue of 
FUELOIL & Oi HEAT. 


* * * 


Q. I am having trouble heating a hot 
water tank which is connected to the coil 
located over the oil flame in a warm air 
furnace. My accompanying drawing 
shows how I have tried everything to im- 
prove the layout—hooked the hot water 
line from the over-fire coil to the tee at 
the top of the tank instead of connecting 
it to the side of the tank, used large pipes 














Trouble heating hot water tank 
connected to over-fire coil 


for circulation, replaced a 30-gallon tank 
with a 66-gallon tank, and mounted the 
tank high as possible. The tank is well 
insulated. . 

The trouble lies in the tank’s still heat- 
ing more poorly than it did when the fur- 
nace was coal-fired. I’m not expecting too 
much, but I think that after all my bother 
the hot water supply should be better. 

The tank goes cold even on a Decem- 





ber day when the burner stays idle for 
five or six hours because it’s warm and 
sunny outdoors. The tank overheats on 
very cold days, whereas with coal it did 
not. Please tell me what I can do to over- 
come these troubles. 


J.G.M., Racine, Wis. 


A. Of course, when the furnace was 
fired by coal, even on a mildly cold day 
in December the fire burned steadily and 
gave steady heat to the over-fire coil. The 
house undoubtedly was over-heated by 
the fire’s burning steadily, but naturally 
the hot water supply was better. If with 
the oil-firing you want to go back to over- 
heating the house on mildly cold days in 
order to heat the tank better, you can add 
a bonnet control to the installation (this 
would be used in addition to the regular 
bonnet control which serves as a high 
limit control), wire this bonnet control in 
parallel with a room thermostat, and set 
it at about 100° so that even on mildest 
winter days the burner will run every so 
often for the sake of water heating. This 
is a makeshift way to attempt to end the 
chilling of the tank on mildly cold days 
during the winter; we mention it only be- 
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CERTIFIED FURNACE CO. 


STAINLESS & STEEL PRODUCTS CO. 
1000 BERRY AVE. ST. PAUL, MINN. 





OIL BURNERS 


BLOWER UNITS 
TRUCK TANKS 


UNDERGROUND FUEL TANKS 
BASEMENT FUEL TANKS 


COUNTERFLOW AIR CONDITIONING UNITS 








cause it can be tried easily and you may 
want to try it. We do not recommend it 
as a standard feature for such installa- 
tions. 

To arrive at water heating which is 
really satisfactory on a job of this type, 
install a separate oil-fired water heater of 
the automatic type. This will give year- 
round hot water which, of course, you 
cannot obtain from the type layout you 
show. Probably the amount of money 
spent already in improving this installa- 
tion would go far towards buying a good 
oil-fired water heater. Bear this in mind 
before you make plans for improving 
other jobs which have tanks heated by 
over-fired coils or castings. 

There is real danger in an installation 
of this type unless the tank is equipped 
with a safety relief valve, as the insulated 
tank connected to a good-sized over-fire 
coil can be expected to overheat on cold- 
est mornings. Indicative of this, many 
owners of this type layout find it neces- 
sary to waste hot water on coldest days to 
prevent the water from boiling in the hot 
water tanks. When we say a safety relief 
valve is needed we mean, of course, one 





which is of design, size, and construction 
which gives adequate protection, for nat- 
urally a poor valve or one without the 
needed safety features gives little or no 
protection. 

For safety, the tank must have a valve 
of the proper size, of good construction, 
and which protects at least against exces- 
sive temperature and pressure. If there 
is any possibility of a vacuum being 
drawn on the tank and tending to col- 
lapse it, the safety relief valve should also 
have the feature of vacuum-relief. 


* * 


Q. We present this diagram of a maga- 
zine type boiler converted to. oil-firing, 
with the question of is it necessary to 
waste the water-backed surface inside the 
coal magazine? This undoubtedly is a 
good way to oil-fire such a boiler, but can’t 
just that much more heating surface be 
gained by having the products of com- 
bustion travel from the firebox into the 
front of the magazine, out the back, and 
then up into the regular flue passages? 


That would give lower chimney loss. 
H. W., White Plains, N. Y. 
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Converting Magazine Type 
Boiler to Oil-Firing 


A. As we understand it, you want to 
eliminate what you have labelled the dead 
air space in the magazine, and may do this 
by extenidng the back wall of the firebox 
up to the crownsheet. The back wall of 
the firebox would not be too close to the 
back of the boiler; there would be space 
behind it for the hot gases to flow from 
the back opening in the magazine to the 
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steam heating system 
can easily be changed to a 
GORTON VAPOR EQUALIZ- 
ING SYSTEM at low cost. No 
pipe changes required. Makes 
ALL radiators heat up 
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Send for Literature and Prices 
of the Gorton Vapor Equalizing 
Appliances 


GORTON HEATING CORP. 
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MARINE 


OIL BURNERS 


Made by former dealers, who know 
dealer problems. 


A PROFITABLE, EASY-TO-SERVICE BURNER 
FOR YOUR FUTURE 


MARINE MFG. CO. 


1751-61 NO. NORTH PARK AVE. 
CHICAGO 14, ILL. 
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OIL BURNER SOOT REMOVER 


Write on your letterhead for a generous sample, 
to prove the merit of this fine product. 


EASTERN PRODUCTS CO. 
FORDS, NEW JERSEY 
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flue uptakes in the crownsheet. All the 
products of combustion leaving the fire- 
box would travel into the magazine 
through an opening at the front of the 
boiler. Your idea seems practical and 
probably you should try it out on at least 
one installation. Make certain to leave 
large enough openings into and out of the 
magazine; we believe your diagram shows 
a latger coal feed slot at the bottom of 
the magazine than usually is in this type 
boiler. Large openings into and out of 
the magazine would be needed to prevent 
poor draft, i. e., plus pressures, over the 
oil flame. The use of this “dead air space” 
can be improved, if draft conditions per- 
mit, by installing baffles in this space to 
give zig-zag up-and-down or side-to-side 
travel for the gases as they travel back 
through the magazine. 
* * * 


Q. I have on hand several 30 and 40 
gallon gas-fired water heaters, taken from 
boiler-heated homes which were fitted 
with year round indirect water heater lay- 
outs. Is there some kind of small auto- 
matic oil burner I could fit to these gas 
water heaters so that I can install them in 


oil-heated homes with warm air furnaces? 


D. W.S., Silver Spring, Md. 
A. We know of no oilburner built for 
this purpose, and believe it probably is 
impractical for you to attempt to convert 
these gas water heaters to oil firing. 


* * * 


Q. Using a draft gauge, how do I de- 
termine if the chimney draft on a domes- 
tic installation is too low? 


J. E. D., Portland, Ore. 

A. With the oil burner running for at 
least half an hour to warm up the chim- 
ney, a thoroughly good chimney should 
be able to provide .10” draft at the smoke- 
pipe connection to the chimney when the 
draft regulator on the smokepipe is 
blocked in the position which gives maxi- 
mum draft. The burner should be ad- 
justed for about 10% COs, and the stack 
temperature should be about 600° F. to 
permit going by this standard. Lower 
CO, or lower stack temperature may 
cause a good chimney to fail to provide 
a maximum draft of .10”, thus you will 
have to make suitable allowances in pass- 


ing on the chimney draft if the COs or 
stack temperature is unusually low. It is 
true, of course, that excellent results are 
obtained from many chimneys which can 
give a maximum draft (with the burners 
running) of only about .05”—yet ability 
to produce .10” draft is the thing to look 
for in designing or testing a domestic 
chimney. A chimney is good for only 
some certain maximum amount of flue 
gases. For example, a chimney may work 
well when the boiler connected to it is 
fired at 2.0 gph, but may not provide suf- 
ficient draft for 3.0 or 4.0 gph. Also, a 
chimney does not work well unless the 
volume and temperature of the flue gases 
are sufficient to heat it properly. That is, 
a chimney which provides good draft for 
a boiler fired to 5.0 gph may stay cold and 
give little or no draft when it serves only 
a water heater fired at about .5 gph. 


© 


Jonathan H. Winters recently has been 
appointed to the staff of H. A. Malcom, 
general sales manager of Airtemp Div., 
Chrysler Corp., Dayton. He has been 
connected with Airtemp at Kansas City. 
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21 Copies Left 


At this writing (May 28th) we have 21 copies of the famous HERKI- 
MER AIR CONDITIONING TEXT BOOK on hand. ..$4.00 each. 


DO YOU NEED 
GOOD 
FUEL OIL PREHEATERS 


IN A HURRY 


SHIPMENTS FROM STOCK 
ASK FOR BULLETIN 740 
MANNING AND LEWIS 
28-42 OGDEN ST. NEWARK 4, N. J. 
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Arranged in loose leaf torm, can be used as a training course for 
beginners, yet it is thorough enough for an engineer. It is written 
in a language anyone can understand. Things that every oil burner 
man should know—Room cooling, humidity, de- humidifying, heat- 
ing, air circulation, heat transfer, summer-winter air conditioning, 
cooling with ice, cooling with well water, mechanical refrigeration, 
ducts, fans, body heat, moisture content, sun effect, etc. 





This Book will not be reprinted. These copies will be sold on a 
first-come, first-served basis. Send cash or check, or we will send 
C.0.D. $4.25. 


Book Department, Fueloil & Oil Heat 
232 Madison Ave., New York City 16 
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BLACKMER ROTARIES 


— are self-adjusting for wear — 


WRITE for Bulletin 102— 
Pumps for the Petroleum Industry 
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BLACKMER PUMP CO.— 2170 Century Ave.—Grand Rapids 9, Michigan 
SERVING THE PETROLEUM INDUSTRY FOR OVER 40 YEARS 
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SEASON TO DATE 


(Sept. 1 to April30) Percent 

Normal 1945 1946 Change* 

Albany 6366 6511 6466 + 1.6 
Atlanta 2967 2701 2734 — 7.9 
Baltimore 4410 4161 3943 —10.6 
Boston 5605 5390 5473 — 2.4 
Buffalo 6454 6228 6148 — 4.7 
Chicago 5946 5859 5822 — 2.1 
Cincinnati 4861 4736 4311 —11.3 
Cleveland 5839 5701 5417 — 7.2 
Dallas 2364 2200 2085 —11.8 
Denver 5513 5361 5097 — 7.5 
Des Moines 6191 5875 5867 — 5.2 
Detroit 6250 5898 5815 — 7.0 
Grand Rapids 6392 6029 5663 —11.4 
Hartford 5821 5822 5906 + 1.5 
Helena 7191 7346 6600 — 8.2 
Houston 1321 1152 1188  —10.1 
Indianapolis 5304 5120 5149 — 29 
Kansas City 4865 4516 4226 —13.1 
Los Angeles 1258 1402 1291 + 2.6 
Louisville 4329 4171 3837 —11.4 
Milwaukee 6615 6465 6606 — 0.1 
Minneapolis 7643 7160 7346 — 3.9 
New Orleans 1207 1072 1166 — 3.4 
New York 5094 4748 4731 — 7.1 
Omaha 5922 5648 5374 — 9.3 
Philadelphia 4615 4652 4765 + 3.3 
Pittsburgh 5257 5347 5101 — 3.0 
Portland, Me. 6753 6895 7157 + 6.0 
Portland, Ore. 3973 3841 3663 — 7.8 
Providence 5701 5302 5462 — 4.2 
St. Louis 4514 4554 4222 — 6.5 
Salt Lake City 5335 5366 5388 + 1.0 
San Francisco 2317 2748 2805 +21.1 
Sault Ste. Marie 8416 8133 8230 — 2.2 
Seattle 4256 3939 4246 — 0.2 
Toledo 5976 6091 5811 — 2.8 
Washington 4478 4108 3951  —11.7 


*Compared with normal. 
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FUELOIL & OIL HEAT CLASSIFIED ADVERTISING 


eater are payable in advance. The rate is 75 cents per 
line, with a minimum charge of $4.50 for six lines or less. 





(No agency commission. No discounts.) 


pte’ C)\—__—<OIL BURNER 
1 pet at SUPPLIES 
Save Fuel—Save Money. Barclay has complete stock fuel-saving devices—furnace 
regulator sets, temperature controls, draft regulators, insulating materials, filters, 
oilburner pumps. Write for our catalog of all installation accessories and replace- 


ment parts for oilburners and stokers. Robert Barclay, Inc., 130 N. Peoria St., 
Chicago, Ill. 


WANTED: OIL BURNER MANUFACTURING BUSINESS. Large Eastern 
Fuel Oil Company, willing to buy outright or invest funds in oil burner manu- 
facturing business. Address Box 564, c/o FUELOIL & OIL HEAT, 232 Madison 
Ave., New York 16, N. Y. 


BURNERS FOR SALE: 100 Model OG-80 Miller burner complete with con- 
trols, draft adjustor and 25 ft. of thermostat wire. Capacity 9/10 gph. All 
burners in original cases. Rubel & Jensen Co., 646 Central Ave., East Orange, 
N. J. 


FUEL OIL DEALER ADVERTISING—Just off the press. A series of beau- 
tifully printed colored mailing cards and blotters for the fuel oil dealer to stimu- 
late business throughout the year. Excellent, economical advertising. Send for 
free samples. The Criterion Press, 600 W. Van Buren St., Chicago 7, IIl. 


WE SPECIALIZE in a complete line of parts and accessories for all makes of Oil 
Space Heaters—float valves, fittings, tubing, pots, rings, wicking, oilifters, add-on 
controls, etc. Write for our price list. Sarn-Oil Burner Supply Co,, 2877 S. 
Archer Ave., Chicago 8, Ill. 


PRICE CALCULATOR for alcohol, turpentine, linseed oil, solvents, kerosene, 
fuel oils and gasolines. 250 charts ranging from .001 to .209 per gallon in tenth 
and quarter cents. Charts complete with stand $47.50. For fuel oil dealers we 
have Calculator ranging from .05 to .11 cents, in tenths only. 61 charts com- 
plete with stand $27.50. Each chart shows amounts from 1 to 999 gals. Any 
individual chart with celluloid holder $1.00. Degree Day Systems, Woodside, N. Y. 


OIL BURNER ENGINEER OR FIRST CLASS SERVICEMAN, must have ability 
to train men, and have had experience on all types of equipment. Excellent 
salary, good future. New England area. Address Box 558, c/o Fueloil & Oil 
Heat, 232 Madison Avenue, New York 16, N. Y. 


EXPERIENCED INSTALLATION AND SERVICE MAN for commercial and 
industrial oil burners located in Florida by a long established fuel oil company, 
furnishing fuel oil, burners, and oil burning equipment over a wide territory. 
Address Box 560, c/o Fueloil & Oil Heat, 232 Madison Avenue, New York 16, 
N. Y. 


WANTED: NEW AND USED OIL BURNERS, both domestic and industrial. 
Air Mail full description with price to: Jenkins Engineering Company, 518 
Virginia St., Seattle, Wash. 


MANUFACTURERS REPRESENTATIVE organization with offices in Phila- 
delphia, New York and Boston, desires couple more lines such as good draft 
regulators, or similar. Address Box 555, FUELOIL & OIL HEAT, 232 Madison 
Ave., New York 16, N. Y. 


FACTORY REPRESENTATIVE. Position wanted as factory representative for 
Boiler, Oil Burner or allied industry manufacturer. Over 20 years’ experience in 
sales, organization, installation and service work, in Metropolitan territory. 
~~ Box 565, FUELOIL & OIL HEAT, 232 Madison Ave., New York 16, 


AN ESTABLISHED MANUFACTURER of Electric Controls for heating sys- 
tems, located in the Middle West, is interested in obtaining rights to manufac- 
ture Domestic Gas and Oil Heating Controls by cross license or acquisition of 
patents. Address Box 566, FUELOIL & OIL HEAT, 232 Madison Ave., New 
York 16, N. Y. 


TWO NEW NO. 600 ALDRICH BOILERS complete with oil burners and 
controls. Call or write Central Machine Works Company, 1234 Central Avenue, 
Minneapolis, Minnesota. 
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Rheem Manufacturing Company.. 12 
Ridgefield Chemical Prods. Co. Inc. 100 
Rochester Manufacturing Co., Inc. 82 


Scully Signal Company 
Silent-Flame Mfg. Co., Inc. 


Silent Glow Oil Burner 
Corporation, The 


Site Wile 0. 5 ooo ook cine oes 114 
Socony-Vacuum Oil Co., Inc. .. 78 
Span Screw Products Co. ...... 
Spence Heater Division 

Mee PO ns ce idva cnet 
Sundstrand Machine Tool Co. ... 


Teesdale Mfg. Co. .....2200008 113 
Thatcher Furnace Company .... 35 
Thrush & Company, H. A. .... 33 


Timken-Silent Automatic Divi- 
sion 


Titusville Sales Co. 


Torrington Manufacturing Co., 
The 


Triplex Heating Specialty Co. . 
Tuthill Pump Company 


Viking Pump Company 


Watts Regulator Company 


Wayne Home Equipment 
0., Inc. 


Webber Co., A. R. 

Webster Electric Company ... 
White-Rodgers Electric Co. ....- 
Williams Oil-O-Matic Div. ..... 





IGNITION ELECTRODES IN QUANTITY—TO MEET THE INDUSTRY'S EXACTING NEEDS 


emmeeee:< DIELECTRIC PRODUCTS CO., INC. 


125 VIRGINIA AVENUE, JERSEY CITY 5, NEW JERSEY 
OIL BURNER IGNITION ELECTRODES, INSULATORS, CABLES, BUS BARS AND ASSEMBLIES 





